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THE NEW LINES ARE READY. 


Our salesmen are now in their territories presenting our new Spring and 


Summer shoes—the smartest and best balanced lines we have ever produced. 


When you see these new shoes, we believe you'll be just as enthusiastic about 
them as we are. A wonderful improvement has been made in our style lines 


and special fitting and fast selling features embodied in our welt lines. 


An unusually large number of styles will be carried in our Stock Department 
this season. This will materially assist those featuring our shoes in improving 


their turnover and increasing their profits. 


Priced to retail profitably at from $6.00 to $7.50 for the regular grades— 
$8.50 and up for the De Luxe and Handcraft grades. 


QUEEN QUALITY SHOE CO., ST. LOUIS & DOROTHY DODD SHOE CO., ST. LOUIS 
Division of International Shoe Co. Division of International Shoe Co. 


When writing advertisers please mention Boot and Shoe Recorder 
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HE Post Office Department 
wants the cooperation of all mer- 
chants everywhere in the annual 
Christmas “Mail Early Campaign.” 
All of us owe a debt of gratitude 
to the efficient postman. Certain- 
ly business would be paralyzed with 
one day’s interruption in the flow 
of business communications for: 


MAIL EARLY / 
Poy e 
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“Neither snow nor rain nor heat nor 
gloom of night stays these couriers 
from the swift completion of their 
appointed rounds.” 

The Postmaster General has an- 
nounced that there will be no city, 
village or rural carrier deliveries 
or window service at post offices on 
Christmas Day, Dec. 25, 1934, and 
it is important that mailings of 
Christmas greetings and gifts be 
made sufficiently in advance to in- 
sure delivery prior to Christmas 
Day. 

Let us cooperate. Shop Early! 
Mail Early! 


* * * 


HEA NICHOLS, stylist for the 
Allied Kid Company, returned 
from a fashion study of five weeks 
in France, England and Italy. The 
high point of her tour was the mid- 
season openings in Paris. She re- 








ports that Paris is enthusiastic over 
white accessories and that there is 
a growing interest in all white, 
brown and white, and navy and 
white in footwear. Paris believes 
in a blue Springtime and navy 
suede will have a play—real nov- 
elty being in beige and blue com- 
binations. 

Miss Nichols arrived in New 
York in a navy blue ensemble from 
Molyneux. 


* * * 


TANLEY DOBBYNS of the 

David Jones, Ltd., Australia, is 
bringing back to Sydney some of 
America’s high fashion footwear. 

This famous store is well-known 
throughout the British Empire. To- 
day its employees number over 
4000 and its buying organization is 
spread over the whole of the civ- 
ilized world. It is said that the 





FIRST CLASS 
TO SIDNEY 








largest single bank of elevators in 
the British Empire is in this store 
and they have carried as many as 
88,079 passengers in one day. The 
shoe department has the very latest 
service conveniences. For example, 
all shoes are racked by sizes and 
the numbers are so conspicuous that 
the customer knows automatically 
the size of the shoe selected from 
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trade 


stock. Every pair of children’s 
shoes is checked by X-ray to ensure 
correct fitting. 
Progress marches on. 
* * * 


ONALD R. RICHBERG, the 
right hand of the President in 
industrial relations, says: 
“We have the industries neces- 
sary to serve the needs of 120,000,- 
000 people. We cannot coordinate 











them in one board of directors. We 
want them to govern themselves. 
But we must make sure that they 
will govern themselves, not as war- 
ring economic states, or as trade 
monopolies, each seeking to prey 
upon the other, but as groups of in- 
dividual enterprises, each as inde- 
pendent as an individual home, but 
all working in accord with a com- 
mon purpose to serve as coordinat- 
ing parts of an economic system de- 
signed to serve the needs of the na- 
tion. 

“We cannot solve this problem 
by ignoring it—or by casting the 
mud of destructive criticism at 
every effort of solution. We must 
solve it; because our political se- 
curity and freedom depend upon 
our economic security and freedom 








—and upon both depend the well 
being and future happiness of every 
man, woman and child in America.” 


* * * 


\/ D. F. GIBSON, vice-presi- 
«dent of E. P. Reed & Com- 
pany, has agreed to serve as chair- 
man of the Leather, Boots and 
Shoes Division of the Commerce 
and Industry Committee of the Citi- 
zens Family Welfare Committee, ac- 
cording to an announcement made 
in New York by Myron C. Taylor, 
chairman of the Commerce and In- 
dustry Committee. 

In organizing his division, Mr. 
Gibson is enlisting leaders in the 
leather and shoe trades who will 
call on employers and employees 
for subscriptions for public relief. 


* * * 


A THIRTEEN year old boy in 

1745 wrote the following 10 

commandments in his notebook, 

setting forth a few principles of 

human conduct worth repeating: 

1. Keep your nails clean and short, also 
your hands and teeth clean, yet with- 


out showing any great concern for 
them. 





LIKE 
A BSCE 





2. Be no flatterer, neither play with any 
that delights not to be played withal. 

3. Let your countenance be pleasant, 
but in serious matters somewhat 
grave. 

4. The gestures of the body must be 
suited to the discourse you are upon. 

5. Show not yourself glad at the mis- 
fortune of another, though he were 
your enemy. 

6. Let your discourse with men of busi- 
ness be short and comprehensive. 

7. Strive not with your superiors in 
argument, but always submit your 
judgment to others with modesty. 

8. Speak not evil of the absent, for it 
is unjust. 

9. Let your recreations be manful, not 
sinful. 

10. Labor to keep alive in your breast 
that little spark of celestial fire called 
Conscience. 

The author was George Washington. 

Bert Barnes in “Pick-Up.” 


* % * 


a patent on shoe sustained. 
The United States District 


Court in Brooklyn has just sustained 
United States Design Patent No. 
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WHAT 
WASHINGTON 
THINKS 





THEYRE FEELING 
ARE OPTIMISTIC. 








—Week just passed—! attended a business 
Conference in Washington. 

—Listened to some able men, such as A. D. 
Whiteside, George Houston, Eugene 
Meyer, Sidney Hillman, Willard Kip- 
linger, Dr. Goldenweiser, Jesse Jones 
and Henry Wallace. 

—Listened to these same men last Spring 
and in Fall of ‘33. 

—On these previous occasions they seemed 
a bit foggy, a bit dubious. 

—Today, however, they have a much 
clearer and more hopeful picture of the 
future. 

—'"'We are well on our way out of the 
depression,""—''Spring of ‘35 will see a 
definite improvement over present con- 
ditions,"—"There is less friction, and a 
much better spirit of cooperation be- 
tween business and government," — 
"Radical experimentation is giving way 
to careful planning.” 

—I would like to give some of the "inside" 
opinions that were given to my asso- 
ciates and myself, 

—But these talks were strictly “off the 
record," 

—Suffice it to say, we feel distinctly hope- 
ful regarding the year to come—almost 
optimistic. 


ye ee 


President. 





84664 issued to Seymour Troy for 
a design for a woman’s shoe, and 
handed down a decision against 
Hakim-Bros. Kassar Co., Inc., 
which had manufactured and sold 
a copy of the original design pat- 
ented shoes made by Seymour Troy 
and Co., Inc. 

Hakim-Bros. Kassar Company, 
Inc., for its defense claimed that the 
Troy patent was invalid and that it 
had itself designed, manufactured 
and sold a similar shoe in 1928, 
three years prior to the issuance of 
the Troy patent. Federal Judge Gal- 
ston, after a full trial of the issues 
in the case and after hearing all the 
witnesses presented by both sides, 
including the defendant’s own de- 
signer, cutter and salesman, re- 
jected this defense and ruled in 
favor of the plaintiff, holding that 
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the testimony of these witnesses and 
the production of the defendant’s 
old order book and old sample shoe 
did not prove the defense as defi- 
nitely and convincingly as required 
by the law in order to establish a 
defense of prior use. Inasmuch as 
claims of prior use are so often ad- 
vanced as a defense by defendants 
in this type of case, it is felt that 
this timely decision is an impor- 
tant victory in favor of the validity 
of design patents and for those who 
are interested in design protection. 
Seymour Troy is a charter member 
of the Shoe Fashion Guild of Amer- 
ica, Inc. 
AURICE P. KING of Newark, 
N. J., advertises most ef- 
fectively through type in a space, 
one column wide and two inches 
deep, saying: 

“There is no such thing as a cor- 
rective shoe. Good shoes, fitted cor- 
rectly, make comfortable feet. 
More than 20 years’ experience fit- 
ting difficult feet assures you foot 
comfort here.” 

He believes in the constant, day 
by day effectiveness of small space 
advertising. 

* a * 
1 ROSENTHAL, president of 
+ Shoecraft, Inc., recently of- 
fered three prizes to the students of 











the New York School of Display 
for the best window display designs 
for shoes featuring Thanksgiving. 

The first prize was won by E. 
Lawrence Vollmer whose design 
has been executed in the window of 
the Shoecraft Shop at 714 Fifth 
Avenue. The second prize was won 
by Louis Marmer and the third by 
Jeanne Woltmann. 

Mr. Rosenthal awarded the prizes 
and spoke to the class at one of 
their regular class lectures. 


* * x 


— call for strap patterns 
in women’s sport shoes is re- 
ported by designers. Many manu- 
facturers are asking for sport 
models of one or two straps, broad 
if but one strap and narrow if two 
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straps are wanted. The straps fas- 
ten on the sides of the shoes with 
harness buckles, some elaborate. 

As the patterns are heavier than 
have been used for sport shoes 
hitherto, they call for the use of 
heavier leathers, like the reptiles 
and the large grains, also, for soles 
thicker than have been used before. 

Some regard this new style move- 
ment as a consequence of the 
fashion of strap style sport shoes 
in high-grade lines of this Fall. 

* * * 


F ITTING remarks by Ray Hopp- 
man. 
He took long steps to save shoe 
leather 
And then he looked askance— 
At what occurred (let’s laugh to- 
gether )— 
The effort ripped his pants. 
He saved time but lost his dig- 
nity. 
He was awful stingy anyway— 











wouldn’t even give you the time of 
day. 

One time he walked into Wool- 
worth’s and asked for the shoe de- 
partment. 

He once bought a pair of shoes, 
managed to wear them eight years 
and when he came in for a new 
pair, said: “Well, here I am again.” 

He’s the kind of a man who 
wants to know what the mileage is 
to a pair of shoes. 

And that reminds us—Scotchmen 
seem to prefer “tight” shoes. 

You know, a good shoe salesman 
always puts himself in the other 
fellow’s shoes. 

You said it—the only business 
that runs itself is the business that 
runs down hill. 

For, don’t forget—the only thing 
that comes to him who waits is 
whiskers. 

Yes—and an attractively trimmed 
window is to a customer what a 
whistle is to a dog—it brings ’em 
in. 

One of the best plays for a shoe 
dealer is DISPLAY. 

What do you think of a woman 
who wears shees that hurt her be- 
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cause it feels so good when she 
takes them off? 

Which goes to show that a brain 
is only as strong as its weakest 
think. 

Shoe clerks certainly have oppor- 
tunities to pull people’s legs but 
they never take advantage of it. 

An Irishman, asked if he be- 
lieved in fate, replied: “Sure, what 
do you think I’ve got in me shoes?” 

* * * 

HE Shoe and Leather Record of 

London says: 

“The first of a series of trials, 
designed as propaganda against in- 
efficient workmanship in Soviet fac- 
tories, has been held at Moscow. 

“The idea can be commended to 
the National Federation of Boot 
Trades’ Associations, which has re- 
cently been sounding its members 
on the question of what can be done 
to eliminate shoddy footwear. If 
such footwear were indicted, as 
were the Soviet galoshes, the sen- 
tence might very well be similar to 
that passed by the Moscow judge, 
namely, that the goods be brought 
up to the standard of the footwear 
made for export, about the quality 
of which there can be no question.” 

* * * 


We Guaranty Survey says: 
“Normally this country proc- 
esses practically all of its own 


cattle hides and calfskins, and, in 
addition, has to import heavily. 
However, because of surplus domes- 
tic supplies and the fact that do- 
mestic prices are well below those 
in foreign countries, there have 
been practically no imports during 
the last several months. 

“While hides are selling at ab- 
normally low prices, leather is be- 
ing quoted on a relatively cheaper 
basis. In other words, tanners who 
buy hides and sell leather at cur- 
rent prices show a loss as a result 
of their operations. However, the 
general opinion throughout the 
leather trade is that prices are now 
extremely low and are not apt to 
recede much further. This belief is 
based on several factors. There has 
been very heavy speculative buying 
of hides on the Commodity Ex- 
change that has tended to keep 
prices from falling to even lower 
levels, and it is believed that addi- 
tional speculative purchases would 
be made if quotations should again 
decline. 

“It is believed that the surplus 
accumulation of hides in this coun- 
try will be worked off and that we 
shall again be compelled to import. 
In that event domestic hide prices 
cannot remain out of line with those 
on foreign markets for any extended 




















"Are you sure they're all formal? I'm to throw them at the groom this afternoon." 





THE BOSTON STORE. . 
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. CHICAGO, ILL. 


Selling A FEATURE SHOE 


In no department store in America can a person find 
such a wide variety of corrective shoes for men, 
women and children on one selling floor, as in the 
Boston Store in Chicago. The shoe department here 
is in reality a first-rate family shoe store specializing 
in corrective shoes. As such, it has met and overcome 
many of the problems facing good family shoe stores 
everywhere. Physically, the department is an immense 
affair, fronting half a block on State Street and run- 
ning down Madison Street a full half block. It houses 
a tremendous variety of corrective shoes as well as a 
complete stock of style shoes. Furthermore, it features 
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open table displays of the popular priced shoes for 
each department. 

Grouped around three sides of the department are 
nine special fitting rooms, one for the various named 
brands carried. Each room carries a full stock of the 
brand of shoes whose name appears in lights over- 
head the fitting room entrance. 





A chiropodist, who has an office in the shoe depart- 
ment, is called in for consultation with the salesperson 
and the customer. Dr. Scholl appliances and remedies 
are sold under the supervision of one specially detailed 
person. There are two X-ray machines in use. 

A number of feature lines are carried. To illus- 
trate the completeness of the department, the lines in- 
clude “Janet Thompson,” a house brand $4.00 arch 
supporting line; several lines of style shoes retailing 
from $2.98 to $7.35 under private house brands; these 
advertised lines—American Girl, Physical Culture, Dr. 
Kahler, Red Cross, Martha Washington in rigid shanks; 
Ground Gripper and Cantilever in the flexible shanks. 

It is the endeavor of the management to carry a 
truly representative stock of all types of corrective 
shoes, ranging from the very definite orthopedic models 
to those lines which have some corrective features, plus 
a definite style angle. The latter group is designed 
for the younger trade who need slight foot correction. 

It is all of a year ago that the store management felt 
the need of rounding out the lines carried so that the 
department would be in the position to give complete 
unbiased foot service. Results checked from various 
sources convince the store that they are on the right 
track. 

Customers have been known to say, “I am going to 
the Boston Store to get a pair of shoes.” They do not 
say, “Let’s go in town and see what’s new on State 
Street in the way of shoes.” Instead of going shopping 
they go to the Boston Store. These customers may . 





BOOT AND SHOE RECORDER, December 8, 1934 


—Y WW" 
LZ 7 = 


How a Chicago Store Merchandises Foot \ 
Health on a Broad Scale, with the Objec- 
tive of Serving the Needs of Diversified 


Groups of Customers, Having Varying 


Foot Conditions Y i), 
WT 


window-shop elsewhere, but they will eventually end 
up in this department. Corrective shoes have so much 
style now that once the customer is seated they are 
usually sold. A very important thought for the family 
shoe store merchant here. 

There is a good substantial sales reason for carrying 
so many brands and carrying them so completely. The 
management has found that the trade is much easier 
sold if the customers know that a store has more than 
one brand or type of shoe. The feeling is that they 


SERVICE 


y 
HARRY R. TERHUNE 


can have a choice of the particular type of shoe best 
suited to their foot. 

Competent shoe fitters—and there are 26 expert shoe 
fitters in regular attendance—know what type of shoe 
will give the customer the most comfort. It does not 
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take long for a customer to realize that this shoe fitter 
is rendering a real service and not just fitting or sell- 
ing a pair of shoes. 

That is what makes customer confidence. And it 
takes customer confidence to build up the sales of any 
shoe store or any shoe department. 

Every pair of shoes sold is checked by a second man, 
there being two beside the manager who attend to 
this function. 

The first operation in selling a pair of shoes is to 


take a Pedigraph of the foot. This is made in dupli- 
cate with the customer keeping one copy and the other 
being filed in the office. Customers are requested to 
return to the department inside of six to eight weeks 
in order that the store may see if the shoes are doing 
what was expected of them. At this time a check is 
made with the Pedigraph record to see if the diagnosis 
was correct. 

Even with this wide array of corrective shoes, many 
customers need special attention. One specially trained 
man is kept busy putting in heel corrections, metatarsal 
pads and longitudinal arches. These are cut from felt 
to fit the needs in each individual case. 


Yy 


This man also 
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saves the store many customers as he handles the com- 
plaints as well. 

A part of the store’s method of holding customers is 
the sending of a letter to each new patron several weeks 
after a purchase, in which the store expresses its satis- 
faction for the sale and hopes for a continuance of the 
customer’s patronage through the means of the satis- 
factory results obtained by the shoes bought. 

While the store carries many types and kinds of cor- 
rective shoes, salesmen never force these shoes on a 
customer, neither do they do any intensive high-pres- 
sure selling. Take the case of a customer who asks 
for a shoe style. The salesman makes a thorough ex- 
amination of the foot to see if the customer should 
wear a shoe of that type. The question is then asked 
whether this shoe is to be used for general wear or as 
an occasional dress shoe. In the case where the shoe 
is not suited, all the salesman advises is that it is not 
the proper shoe for general wear, but it may be all 
right for occasional use. He then suggests that when 
the customer needs a shoe for general or house wear, 
she should come in and try on a pair of such and 
such corrective shoe. The store is there to advise. 








IN window display, you must bear in mind that you 
are salesmen. You must, through your windows, 
create a buying desire in the minds of people who see 
them. To do this you must have windows that make 
themselves seen. The window must be attractive 
enough to catch the eye and interesting enough to keep 
the attention of the observer after it is attracted. These 
principles are laid down by Frank D. Graves, display 
man for the Stetson Shop, Chicago. 

There are several ways of attracting attention to 
your windows, Mr. Graves points out. “One is by 
color, by which I mean strong color or colors. An- 


other is by movement, some moving display in the 
window to catch the eye of the passer-by. Another is 
some current event of interest to the public. 


For ex- 
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Windows That Get ATTENTION 


How a Chicago Store Plans Well 
Balanced Displays to Win and Hold 
the Customer's Interest, Thus Giving 
Attractive Shoes a Chance to Sell 


Themselves 


ample, we received a large play by having pictures of 
the players of the World Series teams and also by 
giving an inning by inning score of the games as they 
progressed. The last day of the Series men and women 
both packed the sidewalk in front of our men’s window 
watching this. One other way is by the use of some- 














































An_ attractive win- 
dow set-up with 
center panels, win- 
dow backgrounds 
and display stands 
in cream and brown. 
The inside of the 
two shadow boxes 
on either side is 
painted white. Snap- 
shots show costumes 
for which shoes are 
intended. 


























A window grouping 
to show the im- 
portant place of 












shoes in a gentle- 
man's correct eve- 
ning ensemble. 
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A simple but well 
balanced shoe dis- 
play in which the 








big display card is 
given a prominent 
position to em- 




















phasize the sales 
message. 
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Set-up for a foot- 
ball window. Back- 
ground panel is 
sketch of player, 
football field and 
stands. Goal posts 
carry cards and 
photos. Pennants 
and footballs com- 
plete the atmos- 
phere. 
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thing unusual in the window such as old. relics and 
guns, stuffed animals, etc. By this I do not mean to 
make a museum of your windows, but all these things 
do help when used with discretion from time to time. 

“Then we come to the next point, holding the atten- 
tion. To get your ideas across to the public, the win- 
dow must tell a story, and how is it easier to tell a 
story than by pictures? In reality your windows are 
a picture, a rather large picture using the item itself 
rather than a pen and ink drawing of it, but, neverthe- 
less, a picture. Now let us consider what goes into 
the making of a picture. First of all we must have an 
idea. No artist ever made a picture of importance 
without knowing first his subject. The mistake too 
many trimmers make is in not planning the window 
before they are in it. You should have a clear picture of 


what you want to do before entering the window at all. 

“Next is color. Color, I believe, is of the utmost 
importance in window display. Too often we see win- 
dows with colors mixed without thought of effect. The 
result is that either the display is too dark or the colors 
are so strong that they dim the merchandise and spoil 
the effect entirely. 

“To come to shoes specifically. The background 
should be light in color and yet subdued enough to 
be merely a background against which the shoes may 
be seen to advantage. In our new backgrounds, we 
used light cream and light tan trimmed in brown of 
a dark shade. This combination has proven most ef- 
fective for the showing of Fall and Winter styles. 

“Next comes balance. In order to have a pleasing 

[TURN TO PAGE 32, PLEASE] 
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THE 


PUBLIC WANTS TO KNOW: 


? 


1. We have heard a great deal about ‘Distribution’ 
in recent years—usually in the form of criticism over 
the alleged high cost of distribution. 
9. It has seemed to be the general opinion that “dis- 
tribution” is some sort of juggling in the dark by means 
of which unwarrantedly high prices are arrived at for 
everything which human beings require. 
3. We have grown accustomed to being told that “dis- 
tribution” costs as much as (or more than) produc- 
tion. As consumers we raise our hands in horror over 
the wastefulness of the system and then, perhaps with 
a prayer in our hearts that the wicked distributors may 
some day be brought to book, we sigh and murmur— 
“It’s terrible but what can we do about it?” 
4, For many years I have studied some of the prob- 
lems of distribution, and I wish I could discern a way 
to solve the “high cost of distribution.” 
5, Although I do not see any way at this time to bring 
about any significant lowering of the cost of distribu- 
tion, I think I can suggest a more rational way of 
looking at the problem. 
6. First let us consider—what is distribution? I 
should say distribution is a series of processes by which 
bulk is broken and Time and Place utilities are added 
to the products of the farm and factory. 
7, Let us take for example a pair of shoes made, let 
us say, in St. Louis. I buy them here in Washington. 
The shoes were finished so far as the processes of manu- 
facture are concerned before they left the factory. 
None of the processes of distribution added another 
stitch or a square inch of leather to the shoes, and yet 
I as the consumer am required to pay perhaps twice 
what the manufacturer received for them when I buy 
them in the retail store. 

What did distribution do to the shoes which could 
in any way justify such a lift in the price? 

Distribution gave them a Time and a Place utility. 
The shoe factory in St. Louis might make shoes and 
pile them up until literally they might reach the sky, 
but that would do me as a consumer in Washington 
no good. I could hardly walk barefooted to St. Louis 
in order to buy them at the manufacturer’s price—and 
if I did, the manufacturer would have to raise his price, 


for reasons which I hope to show you. 


An economic explanation by a famous 
retail authority who spoke at the National 
Conference of Business Paper Editors. 


Distribution brought the shoes to me and had them 
waiting for me when I discovered I needed them so 
that I could possess them at once. 

This, of course, is elementary. We all realize this, 
but we say—“Surely the cost of transporting a pair of 
shoes from St. Louis is a small thing and cannot justify 
a 100 per cent increase in price?” 

That is correct; the actual cost of transportation 
never could justify the retail price. However, the mat- 
ter of having those shoes waiting for me in the local 
retail store is not quite so simple as it seems. There is 
ever so much more than transportation to be consid- 
ered. 

First, the retailer upon determining to serve the pub- 
lic in this particular field must rent a store. It must 
be in a convenient place. This costs quite a bit. The 
retailer must put up some of that money out of his 
own pocket before he has any way of knowing that I 
am going to come to him for shoes some day, and he 
must likewise assume the risk of signing a lease which 
means a future obligation whether I buy his shoes or 
not. He must put in attractive fixtures and furniture 
because I like to buy my shoes in a pleasant environ- 
ment. He must employ help. When I do come in, 
whether I buy or not, I expect to receive the attention 
of expert salespeople. These represent costs which the 
retailer must advance long before I have begun to do 
business with him, but they will affect the price I shall 
have to pay for my shoes. The retailer likewise must 
pay for light, heat and taxes. He may have to pay for 
advertising in order to induce me to come and get the 
shoes I need. These are some of the costs which add 
to the price to the consumer: 

It may happen that the retailer or his representative 
will have to make an occasional trip to some market 
center in order to keep a comprehensive knowledge of 
style and to place his orders. This is an expense item. 
The retailer or his professional buyer must know con- 
siderable about shoes. This knowledge must have been 
gained from years of experience and experienced peo- 
ple must be paid fair salaries. 

The orders for shoes must be placed well in advance 
of the time they will be needed because the manufac- 
turer cannot finance the making of shoes for the entire 
country. Consequently the retailer, or wholesaler, 
must be willing to finance them by ordering early and 
taking them into stock before the consumer wants them. 
To do this the retailer usually has to pay the bank for 
the use of its money, thus creating another item of cost. 

There is, as we said at the outset, the matter of trans- 


portation—not very high but nevertheless adding to the 
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When a Shoe Costs $4.00 and Sells for $6.00, 
What Service Is Rendered for the $2.00 Between? 


cost. The shoes now are on the retailer’s shelves in 
the store. They must be insured. Still another item 
of cost. 

Because the shoes had to be ordered in advance cer- 
tain risks attach to their purchase. For example, the 
retailer can never be sure at the time he orders how 
many of his customers will want one type or style of 
shoe and how many will want some other. He cannot 
tell how many will want brown shoes and how many 
will want black shoes. Nor can he tell—and this is a 
very important matter—how many customers will 
require size 8 or 844 and how many will have to have 
size 742 or 10. Nor can he know how many of the 
size 8 customers will want black shoes, how many 
brown. He uses all the judgment he has gained from 
experience and his records of past seasons’ transactions 
to make his purchases as accurate as may be, but 
always, he knows, it is impossible in advance to match 
exactly the demand the public will make upon him. 
As a result he will have shoes which do not sell readily 
and these he must sacrifice in selling in order to sell 
them. Perhaps finally he will have to give some of 
them away. He also will have broken size lines in 
types of shoes, or at a period in the season when he 
dare not reorder or even when the manufacturer could 
not fill such an order. In any event, these again mean 
shoes to be disposed of at a loss. 

All these are natural and inevitable costs of distribu- 
tion or are inescapable hazards which involve cost, in 
the attempt to anticipate and provide for the require- 
ments of customers, and their cost must be passed on to 
the consumer. 


§. I am sure you know very well indeed all that I 
have been telling you. I have dwelt upon it merely to 
form a background for a few things which I regard as 
extremely basic and most important in considering the 
problems of distribution. 

Did you take notice that every one of the cost items 
which I mentioned has a direct relationship to human 
beings? Rent, for example, is caused chiefly by the 
cost of employing men to construct the building in 
which the store is conducted. All the materials that 
were used by the builders owe their cost primarily to 
the human labor required to transform the resources 
of nature into building material and to transport them 
and handle them and to keep track of the transactions. 
Transportation costs are made up primarily of the direct 
labor of those engaged in the transportation service 
plus the cost of the labor that went to the mining of 
the iron ore, the construction of the road bed, the 
making of steel rails and their laying, the building of 
locomotives and cars, of round houses and railroad 


shops, of signal systems, and all the other equipment 





LEW HAHN says: "Costs, whether in Pro- 
duction or Distribution Represent the Expendi- 
ture of Human Labor." 





Lew Hahn, Chairman 
Committee on Elimination 
of Waste in Distribution 


required, or perhaps the manufacture, maintenance and 
operation of trucks. The furniture and the fixtures 
in the store, the wrapping paper and twine, the books 
and the order forms and the use of them—all these cost 
money chiefly because money had to be paid for human 
labor to produce, transport and use them. Even taxes, 
insurance and interest payments on loans secured from 
the bank are largely the cost of human labor. 
9. This leads me to the opinion that whenever we 
speak of costs, whether in production or distribution, 
we are speaking of the expenditure of human labor. 
10. The principal economic aims of society are, ] 
take it: 

(1) To provide what human beings need, or want, 
to sustain life and make it agreeable, and 

(2) by these processes to provide useful opportu- 
nity to labor by which all the individuals making up 
society may achieve a livelihood. 
11, If we accept this as a fair statement, and IJ think 
we must—then we must courageously face this whole 
question of cost and its possible corollary —WASTE. 


12, It is unfortunate for our hope of understanding 
the problems of distribution that traditional, or classi- 


cal, economists owe so much of their point of view to 
[TURN TO PAGE 28, PLEASE] 
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SOMEONE sold me a bill of goods. 

W. W. Mitchell, who travels Kentucky and Tennes- 
see for Freeman, wrote me a couple of inveigling let- 
ters describing conditions in his territory. He sug- 
gested this region as a fruitful field for, investigation. 
Among other things he mentioned was the fact that 
good roads and fast automobiles are bringing people 
to trade in the larger cities and towns. The reason 
for this is not so much that these people want to spend 
their money outside of their home towns as that the 
average small town merchant has taken it for granted 
that such will be the case, and in many instances has 
given up without a struggle. 

The truth of the matter is, Mitch went on to say, 
some of these small town shoe men need a good mer- 
chandising manager to make them keep their inven- 
tories and sales in the proper balance; to lay out a 
good sound advertising program; to tell them what 
shoe store service really is and to impress forcibly on 
them the absolute need of well-trimmed, brightly 
lightly show windows which will sell shoes. 

Then he went on to tell of the good local conditions 
in his part of the South. So, Mitchell, we are here. 
But it is not my intention to do a merchandising man- 
ager’s job. 

Mitch is right about so many small town shoe men 
having taken it for granted that they are licked. 

Right now, one of the most vitally important things 
in shoe merchandising is promotion. And therein lies 
one secret of the success of those large and small town 
shoe operators who are making money despite the 
problems and difficulties that confront them today. 

Real promotion does not mean sensational bally-hoo 
or shrieking fake sales. As I understand and mean it, 
promotion is the art of skillfully presenting a success- 
ful dramatization of a store’s stock of shoes. The 


stock, of course, must be in keeping with a normal com- 
munity demand for such merchandise. P 

A retail shoe man with a relatively weak financial 
set-up, who knows how to promote a stock of shoes, is 
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SIGN POSTS 


likely to be in much better shape over a given period 
than a man who is a Gibraltar of financial strength, 
but weak on promotions. 

Most failures are due to a weak financial structure 
plus inefficient management. Poor promotion is one 
of the chief faults of bad management. Good promo- 
tion is the obvious thing for a shoe store to do in its 
effort to increase sales. It simply means dramatizing 
the shoes in a store. It consists of making shoes news. 
Anything that is new and interesting is news. Sell a 
new rough leather idea today and tomorrow the regu- 
lar trade will buy more black kids and arch shoes. 

Mitchell got me started on this promotion strain, 
but I know it is what the stores in his territory, and 
all territories, for that matter, need above all else. 
Then I met a good live young shoe man in Owens- 
boro who is building up a good business along these 
lines. 


Tosacco and whiskey are important factors in the 
making of business for Owensboro, Ky. The town 
doesn’t seem to be a bit self conscious about being an 
important tontributing factor to these enterprises. 
Right now the distillery has a weekly payroll of 
$23,000, and is doubling the capacity of the plant. 
Burley tobacco will bring a record price this year, 
which will mean cash money for the producers before 
Christmas. 

Local merchants are not greatly excited over the 
outlook for a good December business. Conditions, 
as a whole, have been fairly good for some time, so 
shoe stocks are up to par. 

“On the surface, business is seemingly quieter than 
a year ago,” remarked D. E. Reynolds, shoe buyer for 
Anderson’s Department Store, “but our, 40 per cent 
gain is mostly a gain in dollars through selling of 
better grades. Farmers have more money than a year 
ago and the townspeople are spending more. Last 
year our best prices were $2.95 and $3.95. This year 
the $3.95, $5.00 and $6.00 prices show the most ac- 
tion. Even an $8.50 line is developing right along. 
This price line was added only a year ago, but we are 
getting a real play on it now.” 

According to W. C. McAtee, who has been buying 
shoes for McAtee, Lyddane & Ray for the past 25 
years, he finds that style and quality are today’s talk- 
ing points which are making sales. During the past 
few years the management of the store has felt that the 
best policy to pursue was to ride along with the lines 
that they have carried for yearf Now, with the im- 
proved conditions, they do not believe that they have 
lost very much by following this policy. 
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to PROGRESS 


A basement shoe department takes care of the vol- 
ume of the trade, but upstairs, where prices are from 
$5.00 to $10.00, the greatest increase is shown. Mr. 
McAtee believes the reason is that during the depression 
many people bought sub-standard shoes. This sea- 
son, with more money around and a freer spending 
atmosphere, these people realize that they have neg- 
lected their feet and are truly sorry that they did. 
The shoe department here is equipped to take care of 
the people who want good corrective shoes, plus good 
fitting and an X-ray service. 


By 
HARRY R. TERHUNE 


“‘We feel that we are in a position to take care of all 
of our old trade which is coming back to us with great 
regularity and to also take care of the new trade which 
is bound to come,” said Mr. McAtee. He pointed out 
that it has always been their policy to keep their stock 
of shoes up at all times. Taking off badly misfitted 
shoes is an every day occurence, but once you get a 
properly fitted shoe on them, they are sold without 
question of price. 

For some time Earl W. Dawson had an idea in mind 
to open a shoe store. He figured that when conditions 
reached bottom would be the proper time. So in 
April, 1932, he started in business for himself. Being 
his first adventure in retailing on his own, he has en- 
deavored to follow the experiences of successful shoe 
Being young and aggressive, he has managed 

[TURN TO PAGE 35, PLEASE] 


men. 


In last week's report of his Mid-Western travels, 
Mr. Terhune emphasized the part Personality plays in 
successful shoe retailing. This week our Field Editor 
swings down into Kentucky and surveys the shoe picture 
from the standpoint of some of the merchants located 
in smaller communities. Promotion, he finds, is another 
factor that is vitally needed if these merchants are to 
overcome the present-day obstacles to success. 





THE 


EDITOR'S 
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OUTLOOK 


Who Must Pay for Socialization Schemes? 


Tuis world of make-believe is doomed for a rude 
awakening. We are now in the midst of a welter of 
words on how to solve unemployment by every means 
other than that of work, work, work. 

One of the most damnably dangerous things in the 
public’s mind today is the Townsend plan. The idiotic 
idea is that the aged shall be paid $200 a month— 
the total of which must be expended for goods and 
services within 30 days, whereupon the purchasing 
power of the token money disappears. Month by month, 
the scheme is to finance pure purchasing power, for 
it is understood that people at that age have no earn- 
ing capacity. 

Why delude the aged? Why feed them with the 
dreams of childhood?—“once upon a time there was a 
mountain of gold, etc.” One of our men figured it out 
that it would take $150,000,000,000 a year to make the 
Townsend plan a Utopian possibility. It is cruelty 
to continue the vaporizing of such plans in the thin 
air of a day and age when stark reality faces all of us. 
What it has done is to postpone any orderly method 
of old-age pensions, for even if a $5.00 a week plan 
were proposed it would be ridiculed as inadequate be- 
cause of the liberality of the Townsend plan. Thou- 
sands of aged people have been led mentally astray, 
and the harm becomes more apparent day by day. 

The new Congress will undoubtedly take up the 
subject of social legislation. It is undoubtedly true that 
there are thousands of business men who are definitely 
in favor of the principle of unemployment insurance, 
just as it is true that there are those who are dis- 
tinctly opposed to it. But the middle group deserve a 
voice after proper time and study—so that they can 
decide the question whether the compulsory building 
up of unemployment reserves is sound in a period of 
depression. 

How much can business and the worker be taxed for 
social insurance and how much can be passed on to an 
overloaded governmental budget? The large scale un- 
employment now prevalent does not make this an ap- 
propriate time to inaugurate a system of permanent un- 
employment insurance. Some temporary plan may be 
necessary as a supplement to relief work engineering. 

The President has been making a very deep study 


BY 


tater 2) lebanon 


of the subject of relief for the unemployed and it is 
believed that he will substitute some sort of work pro- 
gram for the direct relief schemes now operative in 
many parts of the country. That certainly does not 
indicate that the Government has billions of dollars to 
pass out to people, merely because they have reached 
an age limit or because they are potentially “pure con- 
sumers.” No, indeed, reality is stepping into the pic- 
ture. Work is to be encouraged; work projects stimu- 
lated and the delusions of “free money” will be swept 
away. 

The merchant or manufacturer has got to ask himself 
a number of questions. Is he in favor of a national sys- 
tem of unemployment insurance or does he want in- 
dependent state systems, or corporation systems—trade 
group systems under state or national regulated super- 
vision? How much of a tax can he stand and still con- 
tinue in business? Are the contributions to be made 
by employers exclusively? The same question in an- 
other form—are the contributions to be made on equal 
ratio by employers and employees? To what extent is 
the state or the Federal Government to contribute to 
old age security? 

With the possibilities of recovery brighter for the 
year 1935, this new problem of old age security and 
unemployment insurance dulls the picture, for it is 
obvious that the incoming Congress is going to be 
deluged with letters from the vast horde wanting money, 
with no reserves from which to take such funds. 

If social insurance is to come, and it seems alto- 
gether likely, the thought must be on how to spread the 
burden of a complete social welfare program over em- 
ployer, employee and the community; and at the same 
time make possible progress under conditions of na- 
tional and international competition. 
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AN ADVERTISEMENT THE 


ROBERTS, JOHNSON & RAND 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


WELLWE CERTAINLY DIDA GOOD DAYS WORK WHEN 
WE TOOK ON POLL-PARROT SHOES, DIDNT 








WE SURE DID. WEVE GRADED 
UP OUR SALES, INCREASED 
OUR VOLUME,AND MADEA 
PROFIT. THOSE FOLKS AT 
R.J.&R.HAVE POINTED OUT 
THE WAY TO US TO REGAIN 
OUR JUVENILE BUSINESS 























When writing advertisers please mention Boot and Shoe Recorder 

































ke bat ae 





WALLACH BROTHERS 


The 
poe Idea 
nh 


Shoe Departments 


THE new shoe department at Wallach Brothers, Forty- 
fifth Street and Fifth Avenue, New York City, is the 
ideal that Wallach Brothers have been striving to at- 
tain since they first conceived the idea of shoe depart- 
ments in their men’s clothing stores. This means 
something when one realizes that Wallach Brothers 
are doing one of the finest men’s shoe department jobs 
in New York City. 

P. J. Dwyer, men’s shoe buyer, explains that all 
Wallach shoe departments must be different. Wallach’s 
maintain 10 stores, each having its own individual shoe 
department. They have approached the shoe purchaser 
from the angle that he should buy his shoes in the store 
where he buys his clothing—and they try to give him 
some reasons for doing so. 

Every shoe department in these stores is planned not 
to be just another shop but is really an indvidualized 
corner, artistically designed and given over to the 
proper fitting of shoes in an attractive surrounding. 
Each department is a clubby place where a man can 
select his shoes away from the rush and where he can 
talk things over with shoe fitting experts and get the 
kind of shoes he wants and the kind of shoes that 
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Based on an interview with 


P. J. Dwyer, 
Men's Shoe Buyer with 


WALLACH BROTHERS 


Waliach Brothers want to sell him, the sort that will 
bring him back to Wallach’s when he needs a new pair. 

It is an interesting compliment to this service that on 
almost any given day a few minutes on the telephone 
will bring in enough return business to make the day 
a profitable one, for an exact record is kept showing 
the date of purchase, the name of the salesman, the 
size of the shoes purchased and the customer’s tele- 
phone number. 

In some departments of this type, a hose or shirt 
salesman is allowed, not perhaps to actually make a 
sale, but at least to assist in its completion. Not so 
with the Wallach shops. Here, shoe sales are made 
by shoe salesmen and, according to Mr. Dwyer, shoe 
salesmen must be real salesmen of a much higher 
calibre than those selling the usual haberdashery. 

The attractive new department in the Wallach’s 
Forty-fifth Street Store is indeed an individualized de- 
partment. Although it is at the rear of the store, 
very few people entering the main entrance on Fifth 
Avenue fail to see the smart shop, strategically placed 
under the staircase balcony that leads to the men’s 
clothing section. On the main floor, where haber- 
dashery is featured, a customer cannot help but be 
impressed by the gay coloring of this shop. 

[TURN TO PAGE 35, PLEASE] 
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MANUFACTURERS 


are making footwear history 





with cemented shoes 


ODAY in the average successful shoe 
store over one-third of the women’s 
shoes are of cement sole construction. Shoe 
merchants, and wearers too, have come to 
appreciate the lasting smartness and uni- 
form fitting qualities which may be given 
to shoes through this new technique in shoe 
manufacture. Acceptance has been rapid— 
and during the past two years, cement-soled 
shoes have gained a firm hold on public 
confidence. The success of cemented shoes 
has been made possible by mechanical in- 
vention plus chemical research. When a 
practical machine was developed for applying 
soles with cement, du Pont quite logically 
was called upon to develop the adhesive 
most perfectly suited to its requirements. 
When the many advantages of this con- 
struction are considered, there is one vital 


point which cannot be overlooked. A cement- 
sole shoe can be only as good as the adhesive 
which holds it together. The du Pont Com- 
pany, with a record of service to the leather 
industry of over a quarter of a century, is 
producing the ideal shoe cement—strong 
enough for permanent adhesion, “live” and 
resilient for utmost flexibility. The develop- 
ment of this cement is the essential factor 
in the growth and success of the cement 
shoe business. 

One hundred and thirty-one of the most 
successful manufacturers of cement shoes 
have found that du Pont Cement offers the 
greatest single safeguard for manufacturer 
and merchant alike. These manufacturers 
are using du Pont Cement for shoes with 
inner soles, welt shoes and shoes with the 
single sole construction. 


REG. U.S, PAT. OFF. 


E.1. DU PONT DE NEMOURS & COMPANY, INC. 


FINISHES DIVISION - 


WILMINGTON, DELAWARE 
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Two interior views of the new shoe 
salon opened a few months ago by 
Wolfelt-White Shoe Company, 9687 
Santa Monica Boulevard, Beverly 
Hills, Calif. Photograph at right 
shows novel hosiery section designed 
by Fred White. Below is a general 
view of the interior. 


One of the most distinctive shoe salons in America 
has been installed by Fred White of the Wolfelt-White 
Shoe Company at 9687 Santa Monica Boulevard, 
Beverly Hills, Calif. 

This company has been operating two fine shoe shops 
for women in Los Angeles for many years, one at 2621 
Wilshire Boulevard, and one at 3258 Wilshire Boule- 
vard. The latter was closed by Mr. White when the 
new Beverly Hills salon was opened. 

The salon of the new elite shop is 62 ft. long and 
22 ft. deep. The entire floor area, including the stock 
aisles, is 62 by 35 ft. Fortunately, the long way of the 
store skirts the boulevard, which is one of the busiest 
boulevards in the world insofar as automobile traffic 
is concerned. Incidentally, too, the boulevard at this 
point is a double-track street, the coastwise half of it 
skirting the shop at the rear. This arrangement allows 
for two large display windows on the mezzanine at the 
rear, in addition to the 62 ft. of regular street-level 
window display space at the front. The rear windows 
also overlook the finest residential section of Beverly 
Hills, which is also one of the finest in America. 


Beautiful Wainscoting 


A most distinctive feature of the interior is the white 
mahogany wainscoting with a sycamore trim. This 
gives a richness and a brightness to the shop which is 
unsurpassed in modern store architecture. 

The walls above the wainscoting are in tones of 
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Another Distinctive 
Coast Store 


peach, with a dignified trim harmonizing in tones with 
the furniture upholstering. 

One end of the room, wainscot-high, is taken up 
with the modern hosiery case, the front of which is 
of inlaid white mahogany paneling with sycamore trim. 
This case was designed by Mr. White himself, hosiery 
in it being left in the original boxes to avoid mussing, 
the visible displays of hosiery appearing in the shadow 
boxes, above which have interior illumination. 

At the farther end of the salon there is a large 
shadow box which is now used for displays of the very 
finest of evening sandals. 


A Touch of Color 


In keeping with the spirit of Beverly Hills a touch 
of color has been introduced in the upholstering. Three 
different colors alternate in the chairs, divans, and 
davenports. The three are chartreuse, peach, and 
turquoise. 

The upholstering material is corduroy mohair, and 
the furniture frames are of stainless, tubular steel. The 
carpet is a broadloom in a rich tone of rust. 

Ceiling suspension lighting fixtures with spheroid 
globes have been used, blue tint daylight tones above 
the hosiery cases. 

The stock aisles have ample natural light from un- 
obstructed windows, as do the offices and women’s rest 
rooms on the mezzanine. The long window area in 
the salon, although shielded from direct glare of the 
sun, cuts the use of artificial light in the salon to the 
very minimum also. 

The parking problem is permanently solved for this 
fine shop, as the building is one in a group owned by 

[TURN TO PAGE 35, PLEASE] 
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“How nice 


they look inside!” 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


ONT. 


QEC.U.S, PAT.OFF., 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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PUBLIC WANTS TO KNOW 


What Cost Items the Retailer's Mark-Up 
Covers 


opinions formed in the past when society still was 
struggling with the unsolved problem of how to insure 
an ample production. In the days when agriculture 
was carried on almost entirely by hand—when perhaps 
70 per cent of the population of this country was 
required to conduct our agricultural operations—there 
was strong resentment over young men leaving the 
farm to go into our infant industries. As a boy I can 
remember reading and hearing of the dire fate which 
would befall this country because folks were leaving 
the farm. Developing industries, however, drew labor 
from the farms and at the same time provided the 
means for mechanizing farm work, thus insuring against 
shortage of farm labor. Industry grew and developed 
and mechanized itself and added tremendously to the 
capacity of each individual worker to produce goods. 
Finally we have come to a point where with less than 


30 per cent operating agriculture we have perennial 
surpluses of farm products, and, so far as society’s 
need for production is concerned, there certainly is no 
reason for any movement back to the farm. The farm 


does not need more labor. The same thing has hap- 
pened in industry. Our industrial plants have reached 
such a point in their capacity to produce goods that 
except in time of war they have never been operated 
at full capacity and still we create surpluses of goods. 

Notwithstanding these tremendous increases in our 
capacity to produce, most of the economists still per- 
sist in regarding distribution as some scarcely neces- 
sary, parasitical growth. They speak of distribution as 
though it had alienated labor, which is needed in pro- 
duction. They fail completely to recognize that dis- 
tribution is not a separate thing from production but 
rather an extension of production. Not infrequently 
we hear folks say—‘Look at the reductions that have 
been made in the cost of production. When shall we 
have parallel reductions in the cost of distribution?” 
My answer is: Distribution is not a thing which is 
parallel to production and we shall not have parallel 
savings. As the extension of production, distribution 
is marvelously sensitive to changes in production and 
usually economies in production produce increased 
costs in distribution. 

This effect—if we will remember that costs are 
nearly always labor costs—I consider rather a fortu- 
nate thing for society as what follows will, I hope, 
demonstrate. 


[CONTINUED FROM PAGE 19] 
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13. We have said that costs mean the expenditure of 
human labor, and—we have said that one of the chief 
economic ends of society is to create the opportunity 
for useful human labor so that the individual may de- 
velop the means to a livelihood. 

If, as I maintain, costs are the cost of human labor, 
then the only gage by which we can measure any opera- 
tion to determine whether or not in a social sense it is 
wasteful is this: Does it employ labor which is more 
needed in some other field of endeavor? If society 
should be faced by a decided shortage of goods because 
there were not enough workers in the field of produc- 
tion and a large number of people were kept at work 
in the field of distribution, bribed by better wages or 
because the work was easier or pleasanter, then without 
a doubt our distribution system could be fairly charged 
with being wasteful and as menacing the very founda- 
tions of society. That, however, is not the case— 

Surely agriculture does not need a great number of 
workers; 

Industry does not need more hands; 

The professions are all overcrowded; 

Transportation has no need of additional workers; 

The amusement field is not short-handed. 

What then shall be done with any part of the 
millions of people engaged in distribution? 

14, Now let me be sure I do not give you a wrong 
impression. All of us in the field of distribution 
want to cut costs. We have no desire to absorb, and to 








be held responsible for, all the people who are not 
needed in other pursuits. In spite of what I have been 
saying we recognize that our own obligations to our 
own enterprises must lead us to reduce our costs 
wherever and whenever that is possible because I am 
sure that even though in a social-economic sense a thing 
may not be waste, in an individual business sense it 
may be highly wasteful. 

Nevertheless it is important to recognize that cutting 
cost always involves the use of less human labor even 
though it be not the direct labor employed by the 
enterprise but the labor which is represented by sup- 
plies, etc., purchased from outside. 

At first thought this might seem a dangerous doc- 
trine since it would seem to say that the attempt to 
limit cost means to decrease the use of labor and there- 
fore the way to be a good member of society is to run 
things wide open and be as wasteful and extravagant 
‘as possible. 

Actually, I am saying no such thing. I am speaking 
of certain processes in our economic life which have 
been built up under a competitive system over a long 
period of years and in which the ambition of each 
employer to be successful and earn substantial profits 
has precluded any such tendency. I am answering 
charges which come from outside these processes to the 
effect that this business of distribution is highly 
wasteful. It will be realized that the desire of each 
separate concern in such a business to earn net profit 
has for years operated to keep out wasteful methods 
insofar as the skill of its management has extended. 
I am arguing above all that the mere existence of many 
thousands of competing concerns employing millions 
of people who are not needed in other pursuits shall 
not be accepted as convincing proof that distribution 
is unnecessarily wasteful and extravagant. 

Unquestionably there are wastes in distribution, just 
as there still are wastes in every other line of human 
endeavor, but I can say with strong assurance that in 
no other line of business have the leading concerns 
developed more effective checks and balances, in no 
other line of endeavor do the leading concerns know 
more about their enterprises and subject them to more 
intelligent control than is the case today among the 
leaders in retail distribution. Consequently, if the 
wastes which do exist in distribution are to be elimi- 
nated it will be by action from within this business and 
not by learned economists who probably never have 
taken even one good look at the real problems of 
distribution. 


15. We should not overlook the undeniable fact that 
as manufacturing costs are lowered, through the better 
organization of plants and the more effective develop- 
ment of machine production, there are two almost 
inevitable results. These are: 

First, a reduction in the use of human labor, and 
Second, an increasing task for distribution. 
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I am convinced that when necessary goods are scarce 
because difficult and costly to produce, the cost of dis- 
tributing such goods is low. Under such conditions 
the consumer will exert himself to secure his require- 
ments of such goods, but when production is more than 
ample and goods are cheap and easy to make, distribu- 
tion costs unfailingly increase because so much more 
human effort has to be put into the attempt to persuade 
the consumer to take the entire production. 


16, I am interested in economic problems, not in 
pious sentimentality, and yet I must yield to the tempta- 
tion to point out that from the standpoint of social 
necessity it appears providential that with advances in 
technology which have the effect of reducing the de- 
mand for human labor in the field of production there 
has come in the field of distribution an increased need 
for the labor of human beings. This increase has been 
due, in my opinion, chiefly to the same influences which 
have brought a decreasing need of human labor in 
industry. With the problems of production solved, 
with an over-ample supply of goods at low manufac- 
turing costs assured, competition has largely centered 
about the effort to distribute and force into consump- 
tion the last unit of production of which our industries 
are capable. It is, I take it, almost axiomatic that 
when people want to buy it requires no large effort to 
sell, but when people have to be sold before they will 
buy, selling then becomes a difficult and expensive 
operation. The competition of manufacturers to reach 
the public with their products, the resort to high pres- 
sure selling and advertising, the endless duplication 
of lines under different brands which compels the 
carrying of many lines where once one or two would 
have sufficed; all these have resulted in making the 
consumer exceedingly discriminating and choosey. She 
wants what she wants and it takes time to sell her. In 
retail distribution we have not found any acceptable 
substitute for human labor in the complicated task of 
selling. We are compelled to keep large numbers of 
the costliest things in the world—human beings—wait- 
ing behind our counters to serve the public. These are 
some of the reasons why the cost of distribution is high. 


17. In my opinion our economic system is much like 
a pack of cards. You may shuffle them and change 
the sequence of the cards, but no matter how you 
arrange them the cards will all be there. If the spades 
do not appear in one hand they will be present some- 
where else. Our economic scheme must include for all 
men and women the opportunity to work for their 
living and if they are not wanted in one spot they 
inevitably will crop up somewhere else in the scheme 
demanding the right to work. In other words, J cannot 
see that the cost of living ever is going to be reduced 
below what it costs to keep all our people alive. 

18. That statement while perhaps seeming to try to 


prove that there is no waste in distribution really has 
[TURN TO PAGE 35, PLEASE] 
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The Taylor-Made Line is noted for the F A 


fccumer large number of well styled, well made HF lir 





shoes included in its in-stock service. The an 
success of these shoes has been built on | to 
the basis of fine workmanship and the F Jc 


best of materials. 


Made by i. Rubber cushion for metatarsal 
E. E. TAYLOR CORP. 
Brockton, Mass. support. 


2. Right and left, long inside coun- 
ters for true balance. 


3. Resilient steel shank support for 
longitudinal arch. 





4. Right and left wedged heels for 
_ perfect posture and tread. 


5. Heel Conforming to eclierostibin 
on oscalsis bone. _ : 












A typical Taylor-Made value is the Relief Shoe illustrated. Its cup defender 
de ff lines are unusual in a shoe of this type. Five structural points provide ease 
he fF and perfect support for the wearer. There’s a sixth point, too, which adds 
on : to its good looks and comfort —the Evans Kid Leather of which it is made. 
he — John R. Evans and Company, Camden, New Jersey. 










Style 2059 
' Black Kid Oxford, calf lined, hard toe box, special 
steel shank, supporting arch and metatarsal button 
_. together with right and left counters and wedged 
@ | orthopedic heel. 


| WITH A DEFINITE SALES INFLUENCE wou. eas id Bais 
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Windows That Get Attention 


[CONTINUED FROM PAGE 17] 


picture we must have balance. There 
are other ways of achieving balance 
than by placing merchandise and stands 
in the same relative position on each 
side of a center line. One can place 
the bulk of merchandise and fixtures 
on one side of the window and simply 
by introducing a panel of rather strong 
color on the other side achieve a per- 
fect balance. Then, too, a tall narrow 
fixture on one side of your window will 
offset several low ones on the other 
side. Also, we. find windows delib- 
erately thrown off balance, and yet by 
placing colors and other attention-get- 
ters in the proper place the window 
gives the appearance of balance. 

“One could go on forever talking 
about ways of obtaining balance, and 
yet each trimmer would find that he 
had his own particular problems that 
had not yet been touched upon. 

“Now a few points which most trim- 
mers know but often need to be re- 
minded of. The first, I think, is crowd- 
ing. The effect of a window display 
can be spoiled more quickly by crowd- 
ing too many shoes into it than in any 
other way. I don’t believe that there 
is ever any good excuse for some of 
the windows we see with shoes piled 


to the ceiling and literally packed into 
every nook and cranny of the window. 
This, I know, is something that the 
trimmer has little control over in some 
cases. The management often de- 
mands it. A remark that an employer 
I worked for at one time made seems 
to exemplify the idea of these man- 
agers who demand trims of this kind. 
He said: ‘I want them to look in the 
window and say: “Boy, have they got 
shoes!” Well, that’s about all a dis- 
play of that kind means: they have 
shoes. It is far better to display a 
few shoes of the line and have people 
really look at them than to throw every 


pair of shoes in the window and have’ 


the public really see none of them. 

“Another thing is illustrations. We 
have found that drawings and illustra- 
tions used on our panels have been a 
great help in getting the story over to 
the public. One does not need to be 
an artist to do this. Rough sketches 
and copies of drawings from maga- 
zines will do nicely. 

“Above all, be on the look-out for 
new ideas. Magazines of all kinds are 
alive with display materials; shows, 
movies, art exhibits and even news- 
paper advertisements are excellent.” 





Invents Shoe Reshaping Machine 


New YorK—To minimize complaints 
by customers that shoes slip at the 
heels, gap at the sides, wrinkle, etc., 
Michael K. Dun, retail shoe merchant 
at 13 East Thirty-seventh Street, New 
York City, has invented the Dunde 
Shoe Reshaping Machine. 

Mr. Dun, who has been in the retail 
shoe business for more than 15 years, 
found that one of the chief sources of 
complaint from customers was that the 
heels slipped in the shoes, wearing out 
hosiery and causing blisters. Also in 
order to fit long, narrow bony feet, it 
was necessary to cut open the backs of 
shoes to make them % size smaller or 
of a narrower width. 

This necessitates a lot of time and 
trouble in sending shoes out to repair 
shops, padding heels, placing heavy 
linings in shoes and entailing some ex- 
pense on the retailers part. 

Mr. Dun _ started experiment on 
how to eliminate this trouble. He 
worked on various devices and finally 
discovered that a heat process, applied 
in an ingenious way, shrank the linings 
and outer leather to conform to each 
part of the heel. This resulted in the 
patenting of the Dunde Shoe Reshap- 
ing Machine, a heating process applied 
to the shoe by means of two chrome 
rollers, which shrinks both the outer 
leather and lining of the shoe at the 
same time without causing wrinkles or 
rough edges on either material. 

Attached to the machine is a sepa- 
rate iron, so arranged as to get into 


the toes of the shoe eliminating wrin- 
kles in the lining, buckling of vamp, 
etc. The completed process results in 
the shoe being returned to its original 
shape. 

Mr. Dun has been two years perfect- 
ing the shoe reshaper and now has 
placed several hundred machines in re- 
tail shoe stores in Metropolitan area, 
New York City and Brooklyn. 

M. K. Dun is president of the new 
company, known as Dunde Shoe Re- 
shaping Devices, Inc., and associated 
with him are R. N. Stewart and Mr. 
Patten. Offices are at 13 East Thirty- 
seventh Street, New York City. 


Opens Branch Store 


CLEVELAND—Joe Faflik, who operates 
a shoe store at 9208 Lorain Avenue, 
Cleveland, is opening a branch store at 


10511 Euclid Avenue. This location 
has been a shoe store for some time and 
Mr. Faflik plans to change the types of 
shoes carried to the more staple lines 
of merchandise. He will feature well- 
known brands of shoes in the new store. 

Neil Coster, who has been with Mr. 
Faflik for eight years, will manage the 
new store. 


Kentucky Outlook Bright 


LOUISVILLE, Ky.—Santa Claus is 
coming to Kentucky this year. In ad- 
dition to the revival of distilling—every 
plant is doubling capacity production— 
the agricultural situation is the best 
that the state has known in five years. 


1934 


Burley tobacco will command the 
highest leaf price known in years with 
a crop that is only 13 per cent under 
last year’s production. The market 
will open from December 5 to 15, so all 
tobacco money checks will be in the 
hands of the farmers at least ten days 
before Christmas. So good is the feel- 
ing that some counties are holding their 
first annual tobacco festivals a month 
before the auctions take place. 

Kentucky is one of the states which 
did not suffer from drought, so all 
crops including corn and potato are 
above the average. 


Collections Found Improved 


New ORLEANS—Improvement, month 
by month, in the collections of retail 
merchants was cited as a barometer of 
improving business conditions by L. S. 
Crowder, St. Louis, general manager- 
treasurer of the National Retail Credit 
Association, in an address to merchants 
and credit men of New Orleans at the 
Roosevelt Hotel. Mr. Crowder urged 
merchants to adopt a uniform credit 
policy throughout the city. He said 
that in-other cities such uniform poli- 
cies had been found beneficial. 


Pidgeon to Move Uptown 


ROCHESTER, N. Y.—After a score of 
years of successful business in State 
Street, William Pidgeon, Jr., former 
president of the New York State Shoe 
Retailers’ Association and one of the 
best-known retail shoe men in the East, 
will abandon his quarters for newer 
and larger ones in Clinton Avenue 
South. 

The Pidgeon store is selling surplus 
stock this week preparatory to moving. 
The new store will be in the fast-grow- 
ing east side retail district that has 
developed in recent years into the city’s 
leading shopping ‘center. 

Mr. Pidgeon, one of the prime movers 
in the organization of the Rochester 
and New York State shoe retailers’ as- 
sociations, was for several years presi- 
dent of the Rochester organization and 
an officer in the state association. His 
counsel frequently has been sought by 
retailers in the East. 

The Pidgeon store has been excep- 
tionally successful with its combination 
newspaper and direct mail advertising 
methods, building up a clientele of 
friends by unusual promotional meth- 
ods. Mr. Pidgeon specializes in cor- 
rective and special feature footwear, 
and is one of the most prominent Arch 
Preserver dealers in this locality. 


Harvard Men Visit U.S.M.C. 


BEVERLY, Mass.—A group of 70 
students of Harvard College inspected 
the plant of the United Shoe Machinery 
Corp. last week, and, after observing 
the making of shoe machinery, they 
dined in the U. S. M. Country club 
house, and then listened to a discussion 
of shoe machinery by George C. 
Thomas, general manager of the fac- 
tories and assistant vice-president. 
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Lockstitch 
Shoes 





Discerning women who appreciate 


STYLE, VALUE and FLEXIBILITY 
have found satisfaction in this 


modern SEWED shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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The Wallach Idea 


[CONTINUED FROM PAGE 24] 


The walls of the store are a neutral 
tone of beige and gray, while the walls 
immediately surrounding the shop are 
starwood and rosewood paneled. Full 
grained leather seats in a vivid orange 
vermillion with attractive ebony top 
arm rests are in striking contrast with 
a magnificent broadloom carpet in rich 
maroon. About the floors of the shop 
are five foot mirrors, while set in the 
walls are three large and two small 
show cases. A novel feature is the 
balcony which looks over the shoe de- 
partment and makes a very attractive 
view to the customer descending from 
the clothing department, which is on 
the second floor. All stock is concealed 
in a cleverly arranged stockroom in 
the rear. The only evidence of such 
a room being two artistically draped 
doorways in the center of the shop. 

Wallach Shops feature Florsheim 
shoes in the higher brackets and their 
own Kendon line in the less expensive 
grades. It is easy to reconcile the 
Wallach claim that they are doing an 
outstanding “department” business in 
New York City when one looks at this 
shop. It is quite the most perfect piece 


of store designing that we have seen 
in some time. Attractive as the shop 
may be, Mr. Dwyer feels that the ser- 
vice is still the most. important reason 
for its success. 

He says: “The most important thing 
about shoes, in my opinion, is fit and 
a complete understanding of what type 
of shoe a man should have on his feet. 
Before a shoe salesman is employed in 
any of our stores, he must bo through 
a rigid schooling on how to fit feet 
correctly. We back up his judgment 
with our policy of satisfaction or money 
refunded. We do not permit any man 
to walk out with a pair of shoes that 
do not fit him correctly. In order to 
carry out this program our stocks are 
always complete and a full range of 
sizes is kept up on all our styles. 

“After all is said and done, no mat- 
ter what type of hat or suit you wear, 
you cannot be well turned-out unless 
your feet are well-dressed; and cus- 
tomers coming to Wallach’s usually 
wear Wallach’s clothes and realize the 
importance of a good label in the shoes 
they wear.” 





Sign Posts to Progress 
[CONTINUED FROM PAGE 21] 


to make money practically from the 
start by doing a first-class promotion 
job, nothing spectacular, but a good 
day-in-and-day-out attention attracting 
publicity which has reacted favorably 
to his store. 

One of the smartest things Dawson 
did when he came to realize that 
traveling salesmen could either make 
or break him. He says: “The sales- 
man who serves me has come to know 
that he exists only by the shoes which 
come in my back door. But before he 
gets an order to send them into the 
back door, other shoes must go out the 
front door.” 

Dawson is headed for a definite sales 
goal by Jan. 1, and he is sure that he 
will make it. This is more than a sales 
goal, as it includes his intention not 
to have a penny indebtedness for his 
second year’s operation. A _ planned 
schedule is the means by which he is 
sure he will make good. The only 
change he has made this year in his 
store plan is a grading up process. 
Right now, the shoes that are showing 
the most action are the $6.00 style 
shoes and $7.50 feature shoes for 
women, while the men’s $7.00 feature 
shoes are showing the best turnover in 
the house. 

In this store the trade is being edu- 
cated to understand that there is more 
comfort in the proper size than in the 
wrong size. Now that may sound like 
primary school stuff, but it is surpris- 
ing that a great number of people 
who have reached middle age without 
ever knowing the comfort of a good 


fitting pair of shoes. Dawson believes 
the foundation of his store rests on his 
ability to render an expert fitting 
service. 


Collections Good; Sales Decline 


New York — Wholesale collection 
conditions held their own in November 
as compared with October, but sales 
showed a slight decline, according to 
the December survey of the National 
Association of Credit Men. The survey 
comprises a study by correspondents 
of the association in 92 marketing cen- 
ters covering every state. 

Compared with conditions last year 
at the same time, the survey shows 
considerable improvement in both sales 
and collections. Whereas last Decem- 
ber’s survey listed only eight cities as 
reporting good collections and good 
sales, the current survey finds 21 cities 
reporting good collections and 19 re- 
porting good sales. 

The continued brightness in the col- 
lection picture as compared with sales 
in this month’s reports is a direct re- 
sult of the good sales reported in the 
November survey, since wholesale col- 
lections generally reflect an upturn or 
downturn about a month later than 
sales. 

Among the cities reporting both good 
sales and good collections are: Little 
Rock, Ark.; New Orleans, La.; Balti- 
more, Md.; Boston, Mass.; Kalamazoo, 
Mich.; Minneapolis, Minn.; Charlotte, 
N. C.; Dayton, Ohio; Knoxville, Tenn.; 
Memphis, Tenn.; Houston, Tex.; Lynch- 
burg, Va.; Richmond, Va.; Roanoke, 
Va. 


Those cities reporting. good sales 


Page 35 


only are: Phoenix, Ariz.; San Diego, 
Cal.; Washington, D. C.; Cedar Rapids, 
Iowa; Spokane, Wash. 

Those cities reporting good collec- 
tions are: Oakland Cal.; Evansville, 
Ind.; Indianapolis, Ind.; Louisville, 
Ky.; St. Paul, Minn.; Chattanooga, 
Tenn.; Philadelphia, Pa. 


Another Distinctive Coast Store 


[CONTINUED FROM PAGE 26] 


one landlord and provided with one and 
a half acres of paved parking space. 

Only the finest of women’s shoes are 
shown in the new Wolfelt-White shop, 
the minimum retail figure right now 
being $12.50 and the maximum being 
$22.50. Hosiery and bags are of cor- 
responding character. 

Fred White has been in business in 
Los Angeles for 25 years. He entered 
business with C. H. Wolfelt back in 
1909 and has been in business alone at 
2621 Wilshire Boulevard under the 
present name of the company for eight 
years. His new store is easily classed 
among the finest of the many fine salon 
type shoe shops that have been estab- 
lished in the finer business sections of 
Los Angeles, Beverly Hills, Hollywood 
and Pasadena in the last couple of 
years. The salon type is the prevailing 
type among these new shops where the 
more exclusive patronage is sought. 


The Public Wants to Know 


[CONTINUED FROM PAGE 29] 


not been so intended. I admit the ex- 
istence of waste. I claim, however, that 
distributors themselves as good busi- 
ness men driven by the incentive of 
profit are doing their best to eliminate 
waste in their own operations and that 
there is no better way of purging the 
mass than to have each _ individual 
realize his hope of profit rests upon the 
need to clean up his own house. 

As a means of making such progress 
a bit faster I have, as chairman of the 
Committee on the Elimination of Waste 
in Distribution of the Roper Advisory 
and Planning Council, been active in 
pointing out to the Department of Com- 
merce the need of varied and far-reach- 
ing studies covering the growth and 
distribution of population, the capacity 
of various income and age groups in 
the population to consume goods and a 
number of other important studies the 
purpose of which is to make it a sim- 
pler and more accurate matter for 
business concerns to plan for distribu- 
tion and consumption. Many of these 
studies have been undertaken; others 
shortly will be. Their results should 
throw much light on the matter of dis- 
tribution and costs, and this informa- 
tion I am hopeful will be used in sincere 
efforts to improve not only distribution 
but production itself. 
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National Shoe 








Retailers to Attend 
N.S.R.A. Convention 


From now until convention time we 
will publish each week on these pages, 
a two column list of the leading shoe 
buyers and shoe merchants who have 
written to Heaquarters saying that 
that they are coming to the Con- 
vention. 


Carnarata & Co., 
Wilbur Coon Foot Comfort Shop, 
New York City 
Armand J. Farrelli, 
Oppenheim Collins Co. Brooklyn, N. Y. 
Harry E. Fontius, 
Fontius Shoe Co. Denver, Colorado 
Irving Sax 
c/o C. Crawford Hollidge 
John H. Waller, 
Crews-Beggs D. G. Co. Pueblo, Colorado 


Brown Brothers, 
by Henry Brown Waterbury, Conn. 


Milton G. Harper, 
Herper's Walk-Over Shops, 
The Harper Shoe Co., Inc., 
Philadelphia, Penna. 
M. GS. Allen, 
Allen's Boot Shop 
Louis Kuehner, 
Fischer's Shoe Shop 


C. J. Tetreau, 
Tetreau's Shoe Store Lawrence, Mass. 


Boston, Mass. 


Trenton, N. J. 


Trenton, N. J. 


Louis Shapiro, 
Boston Shoe Store Atlantic City, N. J. 


Gilbert Hahn, 
William Hahn & Co. Washington, D. C. 


Wm. A. Geuting, 
A. H. Geuting Co. Philadelphia, Penna. 


The Potter Shoe Company Cincinnati, Ohio 


S. H. Bufferd, 
Bufferd's Shoe Shop, Inc. Torrington, Conn. 


L. J. Hand, 
Denholm & McKay Co. Worcester, Mass. 


John H. Downey, 
Hutzler Brothers Co. 


Baltimore, Md. 


‘ 











Will 10,000 Retailers Come to the 


New York Convention in January? 


ONVENTION and Exhibition Week has stimulated the interest and 

caught the imagination of the shoe men of the country. The National 
Shoe Retailers Association leads the shoe industry in plans for progress 
in 1935. 

The New Shoe Year starts at the Hotels Commodore and Biltmore, in 
New York City on January 6th. Retailers, in fact, all shoemen, are making 
preparations so that they will be on “The Isle of Inspiration” for the 24th 
annual convention and exhibition of the N.S.R.A. Hundreds of letters and 
cards are coming into headquarters with the message: “We shall attend 
the Retailers Convention in New York City.” The shoe men who have not 
contacted the main office of their National Association, have signified 
through their local and regional associations that they will make every 
effort to be at the “Great National Meeting of Shoe Experience.” 

From the Pacific Coast the message has come that the Portland 
Chapter of the Pacific Northwest Shoe Retailers Association has 
passed a resolution signifying that its members are making every 
effort to attend and support their National Association. Similar reso- 
lutions have come from the Retail Shoe Dealers Association of San 
Francisco, Cal.; Los Angeles Retail Shoe Recovery Association, Cali- 
fornia Shoe Retailers Association and others. 

President Clarence R. Faflik, of the Ohio Retail Shoe Dealers Asso- 
ciation, has informed Headquarters that they are planning to hold 
their annual meeting in New York City, at Headquarters Hotels, dur- 
ing Convention and Exhibition Week. 

The Pittsburgh Shoe Retailers Association has passed the following 
resolution: “We, the officers and directors of the Pittsburgh Retail 
Shoe Dealers Association, resolve to support to the fullest extent our 
parent association, the N.S.R.A., urging the loyalty of all members of 
the shoe industry (whether affiliated with any association or other- 
wise) to plan to attend the 1935 convention of the National Shoe 
Retailers Association, to be held in New York City, Jan. 6 to 10, 1935, 
inclusive. We further resolve to make the 24th annual convention 
the greatest convention ever held by the N.S.R.A.” 

The Rochester Shoe Retailers Association has also passed a reso- 
lution: “Resolved, that the shoe merchants of Rochester give their 
unanimous and whole-hearted support to the 1935 Convention and Shoe 
Exhibit to be held at New York in January under the auspices of the 
National Shoe Retailers Association, and that we urge shoe mer- 
chants here and elsewhere to attend this, the twenty-fourth annual 
convention of our national body.” 

The leading shoe retailers of the country will come to New York in 
January for the N.S.R.A. Convention. To prove this contention, there will 
be published on these pages from now until convention the names of shoe 
buyers and merchants who have written and said “We are coming to the 
‘Isle of Inspiration’ in January.” 








INVITATION—to every Shoeman—Come to New York in January 
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Retailers Association 


Convention Center For Retailers 


3022 Empire State Building, New York 


JOHN J. HOLDEN, Manager 





A Real Shoe Convention 


By JESSE ADLER 


Chairman Executive Committee National Shoe Retailers Assn. 


New York, January 6-10 


ERCHANTS, manufacturers, tanners, traveling salesmen and repre- 

sentatives of all the allied industries will gather in New York City, 
January 6 to 10, at Hotels Commodore and Biltmcre for the 24th Annual 
Convention of the National Shoe Retailers Association. 

It will start the year 1935; it will be a great show stressing shoe mer- 
chandising for profit and prosperity where buyers will buy and sellers will 
sell; where live merchants will be and will buy as well as participate in 
the educational programs, discussing the knotty problems of the shoe busi- 
ness with their fellow merchants. : 

Never in the history of shoe conventions has the National Shoe Retailers 
Association found so much enthusiasm and anticipation for a wonderful 
convention as at present. From Coast to Coast retailers are writing head- 
quarters that they will be in New York City, January 6 to 10. Many are 
bringing orders to New York with them and will purchase part of their 
Spring needs during Convention Week. A great time should be had by 
all—“He who buys” and “He who sells.” 

I do not see how any retailer can afford to stay at home. We are living 
in the New Deal age; in an age where one must do to live and prosper, or 
else have a slow, lingering business death. The time is past for the shoe 
manufacturer who mingles not with his customers and who does not help 
cement the friendship of buyer and seller. The time is past for the shoe 
retailer who does not brush shoulders with his former competitors who are 
now his friends. The time is past for the retailer who does not attend City, 
State, or National conventions. The retailer who stays home does not know 
the joy of living; he cannot get a thrill out of his business and he cannot 
be successful because he hears nothing, sees nothing, and cannot get out of 
his shell; the shell of ignorance. 

Conventions of the past have helped, in a large way, toward making 
successful business men. They have taught the “live, up-to-the-minute” man 
what it means to fraternize with his fellow business men, to rub shoulders 
and to swap business stories. 

It is the. retailer who attends conventions and who keeps his eyes open 
who picks up many new ideas and gets information that not only helps 
him toward bigger and better business, but helps him travel the road to 
success. Retailers coming to conventions meet the traveling salesmen they 
know, as well as forming many new business acquaintances. They meet the 
shoe maufacturer who makes the product they buy, and they become friendly 
with many manufacturers whose names may have been a national byword, 
but whose good fellowship and personal charm they have never known. 

IN SHORT, conventions make bigger and better business men of all 
in our industry, and make merchants out of former small store men. So 
all I can say is “Come on along. Join the procession. Let us help you 
become one of the coming shoe kings; one of the coming shoe merchants 
of your town. Yours for a live, wide-awake shoe convention where much 


can be learned.” 





Retailers Coming to 
“Isle of Inspiration” 


Allen J. Schmidt, 
Schmidt's Kumfort Shoe Co., 
Pittsburgh, Penna. 
L. E. Phelps, 
P. W. Minor & Son, Inc. 


Carl G. Krug, 
M. A. Krug & Son 


H. J. Rich, 
Washington, D. C. 


Batavia, N. Y. 
Erie, Penna. 


B. Rich's Sons 


John P. Lund, 
John P. Lund & Co. New Haven, Conn. 


Henry P, Samuels, 
Samuels Shoe Company McKeesport, Penna. 


M. J. White, 
White Plains, N. Y. 


H. C. Wade, 
J. M. Hartley-Son-Co. Fairmont, W. Va. 


Morse and Haynes Company, 
E. B. Ward, buyer Springfield, Mass. 
Ralph L. Taylor, 

The R. L. Taylor Company Columbus, Ohio 
B. F. Van Sickle, Inc., 
Middletown, N. Y. 

B. W. Shaub, 

Shaub's Shoe Shop Lancaster, Penna. 
W. C. O'Malley, 

Edw. Malley Company New Haven, Conn. 
Frank A. McLaughlin, 
Abercrombie & Fitch Co. New York City 
Owen W. Metzger, 
Wetherhold & Metzger = Allentown, Penna. 
L. E. Lindley, 

Lindley's Shoes Johnstown, Penna. 

Mose Leibowitz 
Louis Leibowitz, 
Mose Leibowitz, Inc. 
Thomas B. Kilcrease, 
Julius Garfinckel & Co. Washington, D. C. 
Melville, Kahn, 

Palace Shoe Store New Rochelle, N. Y. 
Chas. R. Strange, Inc. 
Binghamton, N. Y. 

John A. Storch, 

Estate of Wm. Storch Newark, N. J. 
Harry Rosenthal, 

Shoecraft, Inc. New York City. 


York, Penna. 





Come to the Retailers’ Convention and Exhibition of Shoes and Accessories 
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DO YOU KNOW 


HOW Shoe Buyers, Manufacturers, and 
Tanners 


KID IS TANNED 


WHY * Coming to the 


EACH convention and 


VARI exposition? 


PRO SES January 6-10, 1935 
Is USED Here’s What The Hotel Montclair 


Offers— 


Convenience—a few minutes to Grand 
Central, Pennsylvania, and B & O Ter- 
minals. One block to subways. Bus 
line to the Great White Way at our 
door. 








Attractive room accommodations at mod- 
erate cost. 


Single rooms $3.00 3.50 4.00 


Double rooms, twin 


beds 4.00 4.50 5.00 

800 outside rooms with bath, shower, 

radio, and other modern conveniences. 
New Casino Montclair | 
for dining and dancing 





Two Broadcasting Orchestras 
Excellent Floor Show 


Café Montclair Keyhole Bar 


A book every shoe man should read thor- HOTEL MONTCLAIR 


oughly and have always at hand, a book LEXINGTON AVE., 49th TO 50th STS. 
that gives the shoe manufacturer a clear NEW YORK CITY 

and helpful picture of the factors involved In the New Smart Center of New York 
in the production of glazed kid, and that 


offers the retail salesman a knowledge 





that is bound to increase his ability to im- 
press his customers. Write for your copy 
today. 16 pages. Profusely illustrated. 


SURPASS irarazz 


COMPANY 
oth & Westmoreland Sts., Phila., Pa. 


When writing advertisers please mention Boot and Shoe Recorder 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


(QUPLICATE) 


Date 


io 
DEPARTMENTAL SUMMARY YEAR 1 


ort 


aod wane & 
- 


a 
sul? an al 3h 


LiP 
: Les RECORD © WHEN SHO! 
cH KeED' 
Dx ano PLACEReD mm AMO MAE 
BELLING ence 


cost Coot? 


prorit cove 
SALESMAN 


ee ant ete Oa ge Gey Bs Helps you to “buy 
ae Oe Be ase ae oT as you sell”—to 
C1 cHitones Ce ee ” ; know whether each 
? , ; ies ; shoe is paying its 
way with a profit. 
to go light on slow 
movers, to re siz 
frequentlyon 
wanted style and 
sizes. 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 


DEALERS, CHICAGO AREA: pall Street, Chicago, Illinois 
( 


) Please send me samples ana prices of your Stoet 
and Daily Sales Card Recora. 


Personal service available on above subjects—also in 
merchandise promotions—at nominal cost. 


Address 


CUB as. 





When writing advertisers please mention Boot and Shoe Recorder 
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sown TO THE Woop: 


AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
gaummemery this feature. The last is grooved so that the insole saddle 
fits perfectly into the recessed section of the last. 
[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
Look for this stamp practical value in the shoe. 


UNITED LAST COMPANY 


on “Down To The 
Wood” lasts. 
BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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What's Doing In the Shoe World 
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Michigan Merchants Would Revise 
Sales Tax 


DeETROIT—At the November meeting 
of the Board of the Michigan Federa- 
tion of Retail Merchants, newly formed 
body, of which ten state trade groups 
are members, including the Michigan 
Retail Shoe Dealers Association, action 
was taken proposing a radical revision 
of Michigan’s sales tax administration. 
The tax is now a 8 per cent retail tax, 
for which the retailer is liable. In 
most cases, it is passed on to the cus- 
tomer. 

The Federation proposed that the 
tax shall be definitely assessed against 
the consumer, not made optional. This 
will tend to do away with absorption 
of the tax by the price cutter. At the 
same time, it will allow the tax to be 
made a consumers’ tax and deductible 
in income tax returns, as is now the 
case in other states. 

The Federation also proposed the 
exemption of items under 12 cents and 
that a tax schedule be fixed by statute, 
instead of left to the merchants’ dis- 
cretion, at 1 cent for sales under 47 
cents; two cents, under 83 cents; and 
three cents under $1.12. 

With these modifications, the Federa- 
tion voted to approve the continuation 
of the sales tax, despite the appeal of 
various interests to lighten or shift it 
to a manufacturers’ tax. Gov.-elect 
Frank D. Fitzgerald has proposed to 
reduce the sales tax, but has not speci- 
fied how this will be accomplished. 


The Michigan Federation also pro- 
posed a radical departure in state 
supervision of retailers, in that the 
Board of Tax Administration should 
be authorized to demand a standard set 
of accounting forms from every retail- 
er in business. The object of this con- 
trol would be to provide a standard 
basis for administering the sales tax, 
but the proposal probably is more ad- 
vanced in its supervisory power than 
has yet been given state bodies, except 
in the public utilities fields. 

In connection with this, the Federa- 
tion is preparing a survey of the actual 
cost of doing business in each of its 
constituent retail fields. This data 
will be used to show the cost of opera- 
tion when special legislation is sought, 
as the federation is expected to be a 
powerful body at Lansing this Winter. 
The standard report form for every 
store will. show: gross sales, cost of 
sales (including transportation and 
productive labor), and gross profit; 
expenses, divided into: management, 
selling and office, taxes, and other ex- 
pense (excluding interest on invest- 
ment) ; net profit or loss. 

Additional statistics are included in 
the survey form for average inventory 
and average net investment in per cent 
of sales, and number of persons per 
$10,000 of sales volume (including em- 
ployers and employees). 





Customers Reopening 
Accounts 


MILWAUKEE — A. B. Caspari, presi- 
dent of Caspari & Virmond Co., Mil- 
waukee, Wis., has been in the shoe 
business on Wisconsin Avenue for 57 
years in some capacity or other and 
has gathered a vast store of experiences 
during that time. He says: 

“People, who formerly purchased a 
cheaper brand of merchandise, after 
spending $10 and $15 for a pair of 
shoes, are again reopening accounts 
at our store which have been closed for 
several years. This, to me, is a safe 
indication of better economic condi- 
tions.” 





During the past two months between 
40 and 50 “old” customers have made 
purchases at the store, according to 
Mr. Caspari. Many of these consum- 
ers had not been in for over three 
years, he said. 





Wholesalers to Welcome 


N.S.R.A. 


New Yorx—Seventy-five wholesalers 
of the New York wholesale market, lo- 
cated in the Duane Street section of 
New York City, have combined to wel- 
come retailers to New York during 
January 6, 7, 8 and 9, National Shoe 
and Convention Week of the National 
Shoe Retailers’ Association. 





The wholesalers have appointed a 
committee under the chairmanship of 
Leonard Friedman to invite visiting 





LEONARD FRIEDMAN 


shoe retailers to become acquainted 
with the merchandising possibilities of 
New York wholesale market shoes. 
The entire market will be decorated in 
gala fashion. 





DATES TO REMEMBER 


Twenty-Fourth Annual Convention of Na- 
tional Shoe Travelers Association, Inc. 
Statler Hotel, Saint Louis, Mo. 

; January 4-5, 1935 

National Shoe Retailers Association An- 
nual Convention, Hotel Commodore, 
New York City....... Jan. 6, 7, 8, 9, 1935 

Fourth National Shoe Display, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo... .Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids ............. Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City...Jan. 21, 22, 23, 1935 

Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis ....Feb. 10, 11, 12, 1938 

Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 

Feb. 4, 5, 6, 7, 1935 
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OW? 


YOUR CHOICE OF 








New and Unique 


Shoe Dyeing 
Systems! 


FAMOUS “Fabric 
Wonderslipper Dyes” 


Retailers everywhere ac- 


a claim the marvelous results 
and economy of these sys- 
tems! 





So compact that there’s a 
eS place for one in your estab- 
lishment. 


Our No. I SYSTEM 


ete SI@ oO 


SE 


Has a complete color chart 
of 210 colors, requiring 
only 10 basic colors. Per- 

& fect lustre, brightness and 
depth. No odor, non- 
poisonous, waterproof, 
won’t streak or stain. 


Our No. 2 SYSTEM 
WITH CHART OF 

108 COLORS... § 5-00 
COMPLETE 


Already mixed dye to be ap- 
plied RIGHT OUT OF THE 
ee BOTTLE. Only 28 bottles. 
Non-alcoholic. Results 


GUARANTEED! 


SHOE KRAFT PRODUCTS 


159 N. MICHIGAN AVENUE, CHICAGO 
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Los Angeles Factory 
in Enlarged Quarters 


Los ANGELES, CALIF.—The Western 
States Manufacturing Company, Inc., 
local shoe manufacturing company, 
formerly known as the Socal Shoe 
Company, has moved from its former 
location at 1026 Wall Street to a new 
location at 1120 Maple Avenue. 

The new quarters provide five times 
the floor space of the old quarters and 
the capacity has been increased more 
than 500 per cent. The factory had 
been almost completely retooled with 
the latest type of machinery. 

The sales force has been practically 
doubled since the move and salesmen 
have been sent into new sales terri- 
tory farther east. Women’s and grow- 
ing girls’ shoes in turns and Little- 
ways are specialties with this company. 
A style line of Littleways has been 
added and the slacks on which the com- 
pany made a record last year are being 
continued. The Spring line will be 
ready for the salesmen’s displays in 
December. 

The president of the company under 
the new lineup is J. O. Weber; vice- 
president, C. A. Lonn, Jr.; treasurer, 
R. H. Robertson; secretary, W. R. 
Robertson, and sales manager and 
stylist, John Fenton. Mr. Fenton has 
a national reputation as stylist auu 
formerly was with the Selby Shoe 
Company. 





Starts Walk-Over Store 


NASHVILLE, TENN.—W. H. Higgin- 
botham and H. C. Nicholson have 
formed a partnership and opened a 
Walk-Over Shoe Store at 519 Union 
Street. Mr. Higginbotham was for- 
merly with the Meadors Shoe Co., pre- 
vious to starting with his son-in-law. 
For the present the latter will not be 
actively connected with the store in a 
selling capacity, but Mr. Higginbotham 
will be assisted by his son. 





Postcards Prove Effective 


MILWAUKEE — Penny postal cards, 
sent out by employees of the S. J. 
Bouwer Shoe Co., to their friends, tell- 
ing them of the annual men’s shoe sale, 
were instrumental in bringing 10 per 
cent of the customers contacted into 
the store to make purchases. 

Each card was personally signed and 
addressed by the individual salesman 
who also kept results of this form of 
advertising whenever friends who had 
received a card came in to make a pur- 
chase. 

The message contained on the card 
told of the number of shoes on sale, 
styles, sizes and prices. Two para- 
graphs of the postal card were devoted 
to an explanation of the sale and why 
the card was mailed. 

A. Heinmiller, advertising manager 
of the Brouwer Company, kept a 
check on the number of customers buy- 
ing shoes as the result of this message 
and estimates that the returns were at 
least 10 per cent. 





Problem of Allowances 


DeETROIT—Solution for the problem 
of allowances for old pairs of shoes 
was offered by Nathan Hack of the 
Hack Shoe Company: 

“Where shoe dealers are too eager 
to make allowance, when they know 
customers are not justified in their re- 
quests, they are only creating trouble 
for themselves and other shoe dealers. 
There are too many people always 
ready to make claims, and seek al- 
lowances, which is a very costly habit 
for the retailers of the country. 

“The reason some retailers make 
allowances when they know the cus- 
tomer is not justified is that they are 
afraid some other merchant will, if they 
don’t. This kind of customer is not 
worth the trouble of keeping. Other 
retailers are afraid the customers will 
knock their store to his or her friends. 
But a customer who is a. confirmed 
knocker is usually known as such, and 
his recommendations and kicks have 
little value. 

“Pay no attention to dishonest 
claims, but allow them only when you 
are sure they are justified. The others 
give more grief than they are worth.” 





Hack and His Hobbies 


Detro1IT—Nathan Hack, president of 
the Hack Shoe Company, was the sub- 
ject of a feature “life story” in the 
Detroit Free Press on Wednesday, Nov. 
28, when his picture was used with the 
write-up, in a column devoted to lead- 
ing Detroit personalities. The writer 
said, in part: 

“Hack has only one.hobby,. writing 
special articles for trade magazines 
concerning foot troubles and their pre- 
vention. 

“He has been walking under ladders 
and allowing black cats to cross his 
path for years, just to show his super- 
stitious friends how foolish it is to be 
afraid of such things. So far he has 
experienced no ill effects, and will con- 
tinue to court bad luck until something 
happens to make him change his mind. 

“His favorite sport is hiking, and 
he seizes every opportunity to indulge 
in it. In the evenings, after he has 
hiked several miles, he likes to sit down 
in an easy chair and read, preferably 
books by Tolstoy. He is even-tempered, 
except where flashy neckties are con- 
cerned, and confesses that a screaming 
red tie upsets him considerably. He 
himself dresses conservatively, pre- 
ferring blues and dark grays, with a 
tie to match.” 





Window Style Show 


SPOKANE, WASH.—In a window style 
show staged at The Crescent here, an 
attractive model showed to advantage 
the new Gaytees, of finish to resemble 
leather, with lizard trim. The complete 
protection offered by the Winter 
galoshes was admirably demonstrated 
by the clever manikin in the Wall 
Street windows of the large store. 
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Weyenberg Adds Fifth Unit 


MILWAUKEE — The Weyenberg Shoe 
Mfg. Company has acquired another 
plant. After having inspected a num- 
ber of possible locations and buildings 
within the state as well as in neighbor- 
ing localities, it was decided last week 
! to establish the company’s new unit at 
Ludington, Mich. 

With two plants in Milwaukee, one 
in Beaver Dam, and one in Portage, 
the new Ludington plant gives this 
®, company its fifth manufacturing unit. 
a It is to be devoted to the manufacture 
e of work shoes, the line heretofore made 
s in one of the Milwaukee plants. The 
a building is in excellent condition and 
S is ideally laid out for a shoe manufac- 





















re, turing plant. It was at one time owned 
s by the F. Mayer Boot and Shoe Com- 
PR pany. The necessary new equipment 
is now being installed and the plant 
will be in operation very shortly. 

With production increasing from 
year to year, the facilities of the Mil- 
waukee buildings gradually became 
taxed to capacity. From time to time 
it was also necessary to enlarge the 
quarters of the general offices, and this, 
too, encroached on space that would 
otherwise be available for storage or 
production. Hence, the need of an 
additional suitable building has been 
felt for some time. Among the many 
proposed locations and buildings that 
have been inspected during the past 
several months, the Ludington plant 
was found to be the most desirable. 

Before the end of the year the com- 
pany’s entire work shoe department is 
expected to be transferred to Luding- 
ton. This move will, relieve the crowded 
condition in the Milwaukee units and 
is expected to provide facilities for 
added efficiency in handling the com- 
pany’s increasing business. 


Dans tage sera 
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To Enlarge Godman Plants 


LoGAN, OHI0—The two units of the 
H. C. Godman Co. in Logan were closed 
Nov. 23, to remain closed until Dec. 3, 
to give time and opportunity for ex- 
tensive remodeling. An addition is be- 
ing planned for the recently leased 
factory and it is intended to increase 
the facilities at both plants. An im- 
portant piece of equipment will be a 
conveyor made by the Lamson Co. of 
Syracuse, N. Y. 

The fitting room is to be arranged 
and a new blower system is to be in- 
stalled in both plants. It is planned to 
make the facilities capable of produc- 
ing 3600 pairs daily at the two plants. 
During the past five and a half months 
more than 300,000 pairs were produced 
at the Logan plants. 





Hold Stag Party 


RocHeEster, N. Y.—Nearly 300 mem- 
bers and friends of the Rochester Shoe 
Superintendents’ and Foremen’s Asso- 
ciation attended a stag party at the 
Powers Hotel Saturday evening as the 
initial celebration of the organization’s 
Winter social season. 


BOOT AND SHOE RECORDER, December 


‘This is a | 
REAL 


advance in 





i 




































Page 43 





FIRST—that patented steel-wire mesh 
imbedded at the base holds the 
heel permanently tight.—Always 
good looking. 

SECOND—that mesh eliminates un- 
sightly open nail holes. Good 
looks, plus cleanliness. 

THIRD—that mesh nearly doubles the 
wearing thickness over any other 
heel. Good looks, cleanliness, 
economy. 







FOURTH—quality materials assure long 
life, resiliency, genuine customer 
satisfaction—withal they cost no 
more than any good quality heel— 
Specify Panco Sta-Tites on your 
next order. 


b\ PANTHER PANCO CO. 


CHELSEA, MASS. 


































PANCO 





TA-TITE 


i CACHAS 


_ 
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HANNAHSONS 


SILVER KID GOLD KID 
Fabric Evening Sandals 


Over 60 Numbers in Stock 





R127 Genuine Gold Kid............... $4.00 
R1129 Genuine Silver Kid ............. 3.35 
R4181 Black Faille, Satin Stripping .... 2.00 
ee rare 2.00 


24 Last, Full Round Toe, 
Ri126 Genuine Gold Kid 


R1128 Genuine Silver Kid ............. 3.35 
R4180 Black Faille, Satin Stripping.... 2.00 
R4182 White Faille ................... 2.00 


42 Last, Medium Toe, 1914/8 Louis Heel 





Sunray 





R1010 Genuine Gold _. o6bdsecdesscees $4.00 
R1094 Genuine Silver : 
R1090 Black Faille, x gehen Gold 


Kid 
MO1IS Black Satin cccccccccccccccvcecs 2.00 
REIZD White Vallle .......cccrsccccece 
42 Last, Medium Toe, 19%/8 Louls Heel 


Ri095 Genuine Silver Kid ..........+- $3.35 


R412 White Faille ....cscrccccssccces 
47 Last, Medium Toe, 16/8 Jr. Louis Heel 





Lassie 


RiiOl Genuine Silver Kid ............. 3.35 
R4127 Black Faille, Satin Stripping.... 2.00 
eee 2.00 


24 Last, Full Round Toe, 10/8 Block Heel 





R1100 Genuine Silver Kic 35 
Rii04 =~ Faille, Sliver Kid Loop 
0 


TED cccsecccvedsccsecgcosoee 2.10 

R4126 Black Failic, Satin Stripping.... 2.00 

OG SO MED. oon se vecducsavdecce -00 
42 Last, Medium Toe, 1914/8 Louis Heel 


All Above Styles Carried AA to C 
Our white fabrics are especially treated 
for dyeing 
SEND FOR AN IN-STOCK BULLETIN 
Terms 2%, 10 Days, Net 30. 

F. O. B. Factory 
Our Line Will Be on Display 


January 7 to 10 
HOTEL JEFFERSON, ST. LOUIS, MO. 
Rooms 455-457 


January 6 to 10 
HOTEL et NEW YORK CITY 
Room 1022 


HANNA ANNAHSON 


HAVERHILL, MASS. 








Obituary 


Johan Johansen 
























































St. Louis — Johan Johansen, who 
with his brother established the Johan- 
sen Brothers Shoe Company in St. Louis 
58 years ago, died of pneumonia Nov. 
26 at his home, here. 

Born in Christiania, now Oslo, capi- 
tal of Norway, September 4, 1851, Mr. 
Johansen and his brother, Mikkel 
Johansen, became shoemakers. They 
came to America and settled in St. 
Louis, where they founded the shoe 
company at Sixth Street and Franklin 
Avenue in 1876. The company moved 
in 1909 to the present plant at 3642 
Laclede Avenue. It is the oldest shoe 
manufacturing firm in St. Louis. 

While Mikkel Johansen was inactive 
in the firm after 1908, Johan Johansen 
continued as the president until four 
years ago, when he became chairman 
of the board, being succeeded by Harry 
G. Johansen, his son. 

He is survived by his widow, Mrs. 
Augusta Sophia Johansen; a daughier, 
Mrs. A. G. Wichman; two sons, John 
Alvin and Harry G. Johansen, and six 
grandchildren. 

Funeral services were held Friday at 
2.30 p. m. in the Donnelly funeral 
chapel, 3840 Lindell Boulevard, with 
temporary burial in Oak Grove Cem- 
etery. 





Alfred H. White 


St. Lovuis—Alfred H. White, father 
of Alfred G. White, advertising man- 
ager of Brown Shoe Co., died Nov. 25 
of heart disease at his home, 4501 
Maryland Avenue. He was 88 years 
old. 

Mr. White was one of the oldest 
members of the Masonic fraternity in 
Missouri. Born in Chicopee Falls, 
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Mass., Mr. White came to St. Louis in 
1877 from Memphis, Tenn., where he 
received the first three Masonic de- 
grees. Here he became affiliated with 
Tuscan Lodge No. 360 in 1884, serv- 
ing as junior and senior warden and, 
for many years, as secretary. 

He was secretary of the Scottish 
Rite bodies for nearly 20 years until his 
retirement 10 years ago, and was first 
president of the Scottish Rite Secre- 
taries, organized in Washington in 
1915. In the Scottish Rite, he was one 
of the first in this State to receive the 
thirty-third degree. 

Surviving are his wife; two sons, 
Alfred G. and Linn L. White, both of 
St. Louis; two daughters, Mrs. Frank 
S. Cantwell of St. Louis and Mrs. M. 
B. Harris of Amarillo, Tex. 


James H. Reed 


LYNN, Mass.—James H. Reed, in- 
ventor of Littleway machines, died at 
his home last week, age 81. While with 
A. E. Little & Co., Lynn shoe manu- 
facturers, he developed the Littleway 
lockstick and the Littleway staple last- 
ing machines, obtaining patents on 
them. 

After some use of the machines in 
the factory of A. E. Little & Co., they 
were sold to the United Shoe Machinery 
Corp., and they became the base ma- 
chines for the manufacture of Little- 
way shoes, now common in this country 
and abroad. 

Mr. Reed is survived by his wife, 
his son, his daughter, and two grand- 
children. 


Killed by Auto 


DayYTon, On10—John C. Gondert, 82, 
of 845 Riverview Avenue, Dayton, 
Ohio, for a number of years owner of 
the Gondert Shoe Store in Dayton, was 
struck and killed by an automobile as 
he was crossing the street at Stratford 
and Monument Avenues early the eve- 
ning of Nov. 17. Floyd Evans, 23, driver 
of the machine, was held on a man- 
slaughter charge, witnesses claiming 
he drove his machine around the curve 
at this intersection at a high rate of 
speed. Mr. Gondert had retired from 


business a number of years ago. 


John J. Damrich 
Dies at 92 


MOBILE, ALA.—Ending a long career 
that brought him from a poor orphan 
boy in Germany to one of the most suc- 
cessful business men of Mobile, John 
J. Damrich, 92, president of Damrich’s 
Shoe Store, died recently at his home 
at 952 Dauphin Street after a few 
weeks’ illness. 

Mr. Damrich was in active business 
here for 68 years, and is said to have 
the longest record as a retail shoe 
dealer in the same location of any man 
in America—53 years. 
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is reflected in the modish 


THERSNGHASHON. 


7-eyelet oxford. 

Shoes of this design require ~' 
eyelets .. . They may be the | 
“INVISIBLE” or the modern 

roll setting “INVINCIBLE” 
(visible) type. In either case 

they are smooth fitting and 

there is no roughness on the 


inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 


Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock A 


Send for Catalog 
al seoee 
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$2.40 
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Men's Shoes 
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L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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Shoe Trees 
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QUICK PROFIT ITEM - “90: 


SIMPLEX SHOE TREES RE 


SELF ADJUSTING vy WN 


A Gentle Squeeze 
inserts or Removes 
ware For 


Simplex 


SHOE TREE 1 CO. 








William Carey With Walkin 


RocHester, N. Y.—William Carey, 
formerly associated with the Menihan 
Company, Rochester shoe manufactur- 
ing firm, has been named superintend- 
ent of the Walkin Shoe Company at 
Schuylkill, Pa., it was learned by 
friends last week. 
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Obituary 


Charles B. Marshall 


NASHVILLE, TENN.—Death came to 
Charles Bradford Marshall Sunday, 
Nov. 25, following an illness of several 
weeks. Mr. Marshall was connected 
with the retail shoe business here for 
40 years and at the time of his death 
was owner of the C. B. Marshall Shoe 
Co. He was formerly connected with 
the Maxwell House Shoe Co. 

Survivors are his wife, Mrs. Frances 
F. Marshall; two daughters, two grand- 
children, a brother and three sisters, 
all of Nashville. Burial was from the 
residence at 1804 Acklen Avenue. 


George Mcintyre 


RAHWAY, N. J.—George McIntyre, 
80, who conducted a shoe store in this 
city many years until his retirement 
five years ago, died Nov. 23. He 
was the father of Police Chief Mc- 
Intyre of Rahway, and of another son, 
Archibald, and a daughter, Miss Eliza- 
beth McIntyre, both of Rahway. Mr. 
McIntyre was born in Scotland and 
came to this country as a boy. He 
was in the shoe business from early 
manhood until he retired. 


Killed in Auto Crash 


ROCHESTER, N. Y.—What was to have 
been a happy Thanksgiving reunion 
with his family in Rochester ended in 
tragedy for Edric L. McWilliams, 24- 
year-old assistant manager of Thing’s 
Shoe Stores in Ithaca, Wednesday night 
when he was fatally injured in an au- 
tomobile crash in Brighton, Rochester 
suburb. 

Mr. McWilliams, who was on his way 
home with several companions, died 
Thanksgiving Day of injuries received 
when their automobile collided with a 
truck. Three other men in the car 
were injured. 

Mr. McWilliams began his training 
in Thing’s Shoe Store in Rochester. 
He recently was transferred to Ithaca 
as assistant manager after he had 
shown exceptional promise as a shoe 
salesman, 

Funeral services took place at his 
home in Rochester Saturday, Dec. 1. 
He is survived by his parents, Mr. and 
Mrs. Lorne A. McWilliams; a brother, 
George McWilliams; and two sisters, 
Miss Blanche McWilliams and Mrs. 
C. W. Mann. 


Illinois Sales Tax Continued 


SPRINGFIELD, ILL.— Governor Hor- 
ner’s program, extending the two pres- 
ent sales tax permanently, was ap- 
proved by the State Senate Friday, 
Nov. 23. The vote on the bill was 32 
to 10. This was accomplished in a 
special session of the legislature. This 
tax is on any commodity, including 
boots and shoes. 
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Kaplan on Cruise 


BostoN—Joseph Kaplan, member of 
the firm of Colonial Tanning Company 
and James Solomont, president of the 
United States Trust Co. of this city, 
have left on a nine-day cruise on the 
S.S. “Gripsholm” which will take them 
to Nassau and Bermuda. 


Kozy Komfort to Offer 
Sport Shoe Line 


MILWAUKEE — Kozy Komfort Shoe 
Mfg. Co., Milwaukee, will, for the first 
time, in January, offer the trade a line 
of sandals and sport shoes for women, 
to retail at three and four dollars, un- 
der the heading “Youthful Moderne 
Footwear.” Kozy Komforts are well 
known for their range of footwear 
from house slippers to bowling shoes. 
Their designing and styling of “Youth- 
ful Moderne Footwear” would indicate 
that they will make their mark in this 
competitive but interesting field. 


Knight Heads Work Drive 


PORTLAND, ORE.—Lending his sup- 
port to the state-wide Oregon cam- 
paign, Will Knight of the Knight Shoe 
Company, heads the retail division of 
the Portland Chamber of Commerce 
assisting in the educational program 
for the solution of unemployment and 
raising the level of the state’s prosper- 
ity. 


Miller Again Heads Guild 


New YorK—At the regular monthly 
meeting of the Board of Governors of 
the Shoe Fashion Guild of America, 
Inc., held at the offices of the Guild in 
the Empire State Building, Nov. 26. 
George Miller, president of I. Miller & 
Sons, Inc., was reelected president. 

Murray D. Fine, president of Premier 
Shoe Company, Inc., was reelected first 
vice-president; Julius Pincus, president 
of Pincus & Tobias, Inc., was reelected 
second vice-president; Dominick La 
Valle, president of La Valle, Inc., was 
reelected as third vice-president; Dan 
Palter, general manager of Palter De 
Liso, Inc., was reelected secretary, and 
Morgan Grossman, president of Mor- 
gan Grossman, Inc., was_ reelected 
treasurer. 

At this meeting two new applications 
for membership were submitted and 
accepted. They were: Stone Shoe 
Company, Inc., and Meyer Bros. 


Carpenter Made Manager 


St. PererssurG, Fta.—F rank J. Car- 
penter was recently appointed manager 
of Wilson-Chase Co. shoe department, 
St. Petersburg. Mr. Carpenter, for- 
merly for six years of Brinson & Car- 
penter of St. Petersburg, is not only 
popular in the city but a real shoe man. 

This department store features 
women’s shoes of the better grade. 
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On the selling end 


News of the Travelers and Sales Activities 


Capitol Salesmen Showing 


New Line 


St. Louis — E. H. Bickel, general 
manager of Capitol Shoe Makers, Inc., 
St. Louis, reports that his salesmen 
now out with the new line for three 
weeks following a conference at head- 
quarters, are booking business well in 
excess of the corresponding period a 
year ago. Capitol recently adopted the 
Sbicea method of construction for its 
entire line. The sales force is as fol- 
lows: 

H. S. Kushins, New York, Penn- 
sylvania and New England; S. M. 
(Monty) Montgomery, Indiana, Ohio, 
West Virginia and the cities of Chi- 
cago and Washington, D. C.; H. L. 
Hunter, Oklahoma, Arkansas, Louis- 
jana, Texas; R. E. Lips, Illinois, 
Indiana, Wisconsin, North Dakota; 0. 
M. Kahn, Michigan and Ohio; B. E. 
Sims, Southeast; M. McMorrow, Mis- 
souri, Kansas, Iowa, Minnesota, South 
Dakota and Nebraska. 


Solar on Western Trip 


St. Louis — Barney Solar of Compo 
fame, spent last week in St. Louis call- 
ing on the specialty manufacturers and 
visiting with friends. Mrs. Solar ac- 
companied him. Mr. Solar announces 
that the Wolff-Tober Shoe Manufactur- 
ing Co. has adopted the Sbicca method 
of construction. 


Vitality Plans for Spring 


St. Louis—Vitality Shoe Company 
of St. Louis held its semi-annual sales 
conference recently and the Spring 
selling campaign was carefully laid be- 
fore them. To a man they were highly 
enthusiastic over Spring prospects. Of- 
ficials of the company feel certain 
Vitality will continue its steady pace 
of increasing volume in 1935. 

Next year’s plans call for an inten- 
sive and constructive advertising cam- 
paign which includes schedules in the 
Ladies Home Journal, Good Housekeep- 
ing, McCall’s, Photoplay and Vogue, as 
well as the usual trade advertising. In 
addition, the scope of the shoes carried 
in stock for 1935 has been widened. 
Reports from the men on the road since 
the sales meeting indicate splendid 
gains over a year ago. 

Vitality salesmen are as follows: M. 
P. Bringardner, Indiana-Michigan; J. 
R. Burriston, California; R. E. Farrar, 
Missouri - Kansas - Oklahoma; J. W. 
Field, Tennessee-Arkansas-Mississippi- 
Louisiana-Alabama; C. E. Goodrich, 
Rocky Mountain States; W. J. Harney, 
Ohio; W. L. Jonakin, Virginia-West 
Virginia - Kentucky - Maryland; J. L. 
Locke, North and South Carolina-Geor- 
gia-Florida; J. G. Mazur, Illinois-lowa; 
A. R. Moore, Minnesota-Wisconsin- 
North and South Dakota. 








Reunion in Wausau 





WAUSAU, WIs.— The photographer 
was all set to take the picture of the 
Thanksgiving window of the C. B. 
Mayer Shoe Company in Wausau, 
Wis.—which the proprietor proudly 
claims is one of Wisconsin’s finest shoe 
stores—when along came a group of 
traveling men and some one had the 
happy idea of taking an additional pic- 
ture. gE 

So here we have the friendly group. 
Left to right: Chester Layman, T. G. 
Mayer (President Wisconsin Shoe Re- 
tailers Association), G. G. McCoy 
Walk-Over Co.) Wilson Smith (Walk- 
Over Co.), Clayton Huitgren (Arm- 
strong’s), L. McDonald (Johnson, 
Stevens & Shinkle). 


Hardwick with Fargo-Hallowell 


CuiIcaGo—The Fargo-Hallowell Shoe 
Company of Chicago announces that 
L. Hardwick has been appointed their 
representative in the mid-Southern ter- 
ritory, composed of the states of Okla- 
homa, Louisiana, Texas and Arkansas, 
as well as Southwestern Missouri and 
Southern Kansas. Mr. Hardwick has 
spent the greater part of his life in 
the juvenile field, having been formerly 
associated with the Degner Shoe Com- 
pany of Milwaukee. Previous to that 
he served as manager and buyer in 
high-grade shoe departments. 

The Spring 1935 line of infants’, 
children’s, misses’ and growing girls’ 
footwear of the Fargo-Hallowell Shoe 
Company will be on display at the New 
York Show of the National Shoe Re- 
tailers Convention on Jan. 6-10, and 
the National Shoe Manufacturers’ As- 
sociation at St. Louis on Jan. 7-10. 
This latter display will be in rooms 
714 and 716 of the Jefferson Hotel. 





Opens New Store 


NEWARK, N. J.— George Torziano, 
formerly with L. Bamberger has opened 
a retail shoe store of his own at 201 
Warren Street under the name of 
George’s Shoe Store. 
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STYLISH SHOES 
FOR GROWING GIRLS 











Smart $4.00 Retailers 
with a profitable mark-up 


Write for illustrated folder of complete line 


IN-STOCK SIZES 


AAA, 4-9; AA, 4-9; A, 4-9; B, C, 3-9 










VASSAR 
No. 2122 
Brown Krinkled Kalf 
blu oxford, kiltie tongue 
and strap, leather sole 
end heel. 
























WELLESLEY 

No. 2097 
Brown Krinkled Kalf 
blu oxford, medium 
brown calf trim, leather 
sole and heel. 











—_~ 


DON’T MISS SALES FOR LACK 
OF SIZES 

We have the styles, the sizes and the 

prompt service to aid you in serving 

your customers. Every Shoe is made 

over accurate fitting lasts. 
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EFXCELSIOR 


SHOE COMPANY 
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Portsmouth, Ohio 
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Consistent advertising, Po 
expert styling, best qual- re af 
iy cloth and fine tailor- ‘ 
ing have made BON D) Oe L 
STREETS the best known a 
and most popular SPATS } 
in America. Strong mer- 
chandising helps, attrac- 
tive packages and excel- 
tent display material help 
you to sell them in profit- 
able volume. Complete 
1934 selection of fabrics 
owe and sizes IN STOCK 
OR IMMEDIAT 









Portsmouth, Ohio. 
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Ballet Slippers 
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BALLET SLIPPERS 
Right and Left Lasts. 
Black Kid 

Ne. 600—Top Grade 

Wom. Miss Child. 
$1.35 $1.30 $1.25 


0. 
Wem. Miss 
$1.20 $1.15 


BROOKS SHOE MFG. CO. 
Swanson and Ritner, Philadelphia 
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Hosiery Protectors 
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WALK-E/It 


PRONOUNCED WALK-EASY 









are SEAMLESS 


and SMOOTH | — y me 
There are no back- 
ocome on WALE- i> 
LE’S to irritate re 
the heel. That is AMa@neamelg fi 
why ther are the wa y) 
outstanding leaders ! 
in the field. ¥ 


ORDER FROM 

YOUR JOBBER 
Manufactured by 

Onondaga Hide & Leather Co., Syracuse.N. Y. 














Visits Tupper Factory 


Fort SMITH, ARK.—Ben. L. Stewart, 
southwestern traveling representative 
for the Tupper Slipper Corp., of Brook- 
lyn, and New York City, has returned 
from the factory with his new line of 
Spring creations and special styles for 
holiday selling. Mr. Stewart reports 
a brighter outlook for Spring buying 
than for many seasons. 


s 








Order from Venezuela 


VICKSBURG, Miss.—That a far flung 
reputation for courtesy and service is 
being built up by the Boston Shoe Store 
here is evidenced by the letter received 
by A. R. White from H. S. Swett of 
Maracaibo, Venezuela. Mr. Swett re- 
quested that a pair of shoes be sent 
to him. 

It speaks well for the quality of 
both the Boston Shoe Store’s merchan- 
dise and service when their customer’s 
remember them even when so far away. 





Brown Shoe Earnings 


St. Louis—The Brown Shoe Com- 
pany shows a consolidated surplus as 
of Oct. 31, 1934, of $9,217,182.10. As 
is the custom, lasts, trade name, good- 
will, patent rights, etc., are listed at $1. 

The officers of the Brown Shoe Com- 
pany are: John A. Bush president; 
Eugene R. McCarthy, vice-president; 
T. F. James, vice-president; W. E. 
Tarlton, secretary, and H. S. Hutchins, 
treasurer. 

The selling organizations are: Brown 
Shoe Company, Central Shoe Company, 
United Shoe Manufacturing Company, 
Blue Ribbon Shoemakers, Mound City 
Shoe Company and Capitol Shoemakers. 


Solnit Takes Over Factory 


Los ANGELEs, CaLIr.—The Solnit 
Shoe Company, 761 S. Los Angeles 
Street, has taken over controlling in- 
terest in California Shoes, Ltd., 2234 
N. Figuerora Street. 

This factory specializing on sport 
shoes and slax for women and girls has 
a daily capacity of 400 pairs of shoes 
and employs 65 people. W. S. Johns, who 
has been manager for some time, re- 
mains as manager. 

Ben Solnit, sole owner of the Solnit 
Shoe Company, has been in business as 
a jobber and wholesaler in Los Angeles 
for fifteen years. California Shoes, 
Ltd., has the distinction of having pop- 
ularized the slax, a comfortable sport 
shoe now worn extensively in southern 
California, especially by growing girls. 


New England Trade Trend 
Away from Cities 


LYNN, MAss.—The movement of shoe 
firms from cities to towns was discussed 
at a conference of mayors of eleven 
Massachusetts shoe cities. Mayor 
Manning called the conference. 

It appears that there is a steady 
movement of shoe manufacturing in- 
dustries from the centres to the smaller 
communities, scattered here and there 
about New England, and there seems 
to be no way to stop it. At least, Lynn 
learns from NRA authorities at Wash- 
ington that there is nothing in the law, 
or in codes, to stop a firm from moving 
from a city to a town. 
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What's New 


Useful Shoe Shrinker 


A new device known as the Lightning 
Electric Shrinker has been developed 
and placed on the market by Lightning 
Shrinker Industries, Inc., of 209 South 
State Street, Chicago. It is designed 
to give a perfect fit to shoes that slip 
at the heels or gap at the sides. It is 
claimed that the appliance will shrink 
any part of a shoe desired, inside or 
out, and that it will accomplish the 
work in a few minutes’ time. It is said 





to be very effective in taking out ex- 
cess quarter lining, removing wrinkles 
and reshaping counters. No experi- 
ence is required to operate it. Many 
leading shoe retailers are using it and 
have found it an invaluable shoe store 
appliance. 


Took All But His Shoes 


DetTROIT, MicH.—Errol Perry, man- 
ager of the Regal Shoe Store at 2321 
Woodward Avenue, in the heart of the 
downtown district, lost everything but 
his shoes, temporarily, Wednesday 
night. The store was held up by a 
young girl bandit with one male com- 
panion. The bandits ordered Perry 
and one customer to undress in the 
back room, throwing their clothes out 
into the front of the store, and then 
escaped with $63. Holdup occurred 
during the theater hour. 

Harry Rosenfeld, manager of the 
Sibley Shoe Store, a few doors north, 
was held up by a pair believed to be 
the same on Monday evening, but drew 
a gun on them, and the would-be rob- 
bers fled. 


Retailers Plan Banquet 


PHILADELPHIA, PA.—The Independent 
Shoe Retailers Alliance of Philadelphia 
will hold a banquet and dance Sunday 
evening, January 27, 1935, at the 
Broadwood Hotel. It is expected at- 
tendance will approximate 400 people. 
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OF UNION MEN 


in your town is greater 
than you realize, but 
easily attracted to your 
store if made a feature 
of your window trims and 
of your advertising. There are thou- 
sands of American Federation of 
Labor men in every town who are very 
loyal to their crafts and make loyal 
customers of the store which features 
shoes bearing their Union Stamp. 





Racine-made shoes aid you to capital- 
ize this business-building value for 
your store. 


To Retail 
The Doctor Shoe $7.50 to $9.00. 

The Racine Shoe $6.00 to $6.50. 

The Authentic American Shoe at $5.00. 
The American Eagle Shoe at $4.00. 
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RACINE 


Many merchants find that the Union- 
Made stamp has greater drawing power 
than lines which are nationally advertised. 
This Union-Made stamp in Racine Shoes 
is, therefore, an important sales feature. 
It shows that each of our lines is fash- 


Union American shoe 


craftsmen affiliated 
with the A. F. of L. 
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Hows 
Business 


Buffalo Trade Optimistic 


BuFFALO, N. Y.—Buffalo’s Christmas 
buying season opened in earnest fol- 
lowing Thanksgiving. The general 
sentiment is that the country is headed 
in the direction of better times with 
the New Year. The let-down after 
Christmas is not expected to be as 
heavy as during the preceding years. 
Here is what some of the shoe people 
think: 

David Abrams, president of Liberty 
Shoe Co.: “Every one from the presi- 
dent of this store down to the newest 
employee is painting a rosy picture of 
the Christmas trade. Conditions point 
to heavy increases in sales, with more 
men back on the jobs and making more 
money. We are stocking up in antici- 
pation of a rushing business. I pre- 
dict the holiday business will be better 
this year than for the last five years.” 

T. M. Glidden, manager, the Nisley 
Co.: “In our particular field, it looks 
as if we are going to have a good year. 
I think it is. conservative to say that 
we shall have a 20 per cent increase 
over last year. We have laid in mer- 
chandise in expectancy of this.” 

M. Martin Janis, president of Janis 
Jay’s Shoes, Inc.: “I sincerely hope the 
Christmas trade will be better this year 





than last. We are putting in extra 
seasonable stock in anticipation of a 
bigger business.” 


W. S. Olson, manager, Hanan & Son, 


Inc.: “We expect a 25 per cent increase 
in business over last year, which 
showed a marked increase over the 
1932 Christmas business. In the field 
of hosiery, which is so suitable for 
gifts, I think the increase may run to 
as high as 50 per cent. Our Novem- 
ber business is running about 30 per 
cent ahead of last year, and the out- 
look for the Christmas trade is very 
encouraging.” 


Record Slipper Sales 


Rocuester, N. Y.—Suede demand 
dropped off suddenly in Rochester and 
Western New York retail stores last 
week, to be supplanted by rough leath- 
ers and welts in public demand. The 
result was many retailers were caught 
with well stocked shelves of suede and 
were compelled to mark down prices 
heavily to sell them off. 

Partly because of generally prevail- 
ing lower prices and partly because of 
what appears to be a growing fad, 
slippers for both men and women are 
setting a sales record in Western New 
York stores. Retailers in most cases 
said they expected to have their best 
slipper year in recent years. The de- 
mand for men’s slippers began last 
Summer and has continued since. 
Silver slippers are selling better in 


Rochester than at any time in the mem- 
ory of the oldest shoe retailer. That 
condition was laid partly to lower 
prices and partly to the public reac- 
tion to stylists’ emphasis on the new 
note of elegance for evening wear. Re- 
tailers predicted the heavy slipper de- 
mand will last until the holidays, with 
gift buyers becoming more frequent 
and young women expected home from 
college shortly. 

Sudden change in the weather a week 
ago brought a demand for overshoes 
and heavy shoes that some retailers 
found difficulty in meeting. The de- 
mand dropped off as suddenly. as _ it 
began. 


Gift Season Starts Early 

Des MoINEsS, lowa—Gift season as 
far as the Des Moines shoe dealers 
were concerned started in full force a 
week earlier than usual, Nov. 24 
being the first date at which the Christ- 
mas business noticeable, according to 
H. E. Hanson, head of the shoe depart- 
ment at the Utica. Evening slippers 
have proved big sellers to date, and 
this store anticipates a 35 per cent in- 
crease in the Christmas slipper busi- 
ness over last year. Advance indica- 
tions are that the Christmas buying 
season will be heavier than last year 
and the shoe dealers will share in this 
increase. In the standard lines, browns - 
are still remarkably active, according 
to Mr. Hanson, but blacks are expected 
to begin their season now. 
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\ RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 




















LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 


1239 Broadway 
New York City 








JUSTIN ROOTS 


A COMPLETE LINE OF STYLES IN 
STOCK AND CUSTOM MADE 


Riding, Cowboy and Lace Boots 


Write for Catalog X 


T WORTH, TEXAS 











Michigan Convention Plans 


Detroit — Sixty-three registrations 
have been received for the Exposition 
and Style Show of Shoes to be held 
by the Michigan Retail Shoe Dealers 
Association in connection with the 1935 
convention, at Grand Rapids, January 
22, and the number will probably be 
nearly doubled, according to President 
Clyde K. Taylor. All arrangements 
for the show have been completed by 
Arthur Allen of Grand Rapids. A 
meeting was held at Lansing by the 
Board of Directors last week, and final 
arrangements were completed. The 
program calls for the Style Show on 
Monday, Jan. 21, at the Pantlind Hotel, 
with the banquet the following night. 











BOOT AND SHOE RECORDER, December 8, 1934 


What's 
Selling 


Reddish Brown Suede 
in Men's Shoes 


WESTWOOD VILLAGE, CALIF.—A red- 
dish-brown all-over suede, plain toe, 
sport shoe for men, is a leader among 
sport shoes right now at the fashion- 
able men’s store operated by Phelps- 
Terkel, Inc. The shoe has a red crepe 
leather sole which has taken well with 
the young men of Westwood Village 
and areas of West Los Angeles close 
to the beaches. 

“We will continue this number on 
into the Spring season and expect a 
good turn-over on until fairly late in 
the season,” says B. E. Harrold, man- 
ager of the department. 





Evening Slipper Sales Strong 


CoLUMBUS, OHIO — Evening slippers 
in silver and gold combinations with 
satin or crepe are selling exceedingly 
well in the women’s shoe department 
of F. & R. Lazarus & Co., according to 
C. A. Halloway, buyer for that section. 
Mr. Halloway declared that he has not 
experienced such a strong demand for 
formal footwear in years and that it 
has developed earlier than usual this 
year, 

All-over silver and gold as well as 
silver and gold combined with satins 
are the best features. Open shank and 
open toe slippers in which the heels 
can be tinted to match the frock are 
also in good demand. The sandal effect 
is very popular also and in some in- 
stances, instead of the open toe type, 
there is a narrow strap in front. 

The cocktail slipper is also in very 
good demand and in addition Mr. 
Halloway declared that low heels on 
sandals or party slippers for the very 
tall woman are being used more and 
more. This is a distinct trend in foot- 
wear to keep the tall woman from 
appearing extra tall. Black toes with 
silver heels and straps on a party slip- 
ers is another new note which is at- 
tracting attention. 

Mr. Halloway is looking forward to 
a good demand for blues early in the 
Spring season and in fact very early 
after the first of the year. Tree bark 
in both black and brown are showing 
continued popularity and reorders are 
necessary to keep up stocks. In addi- 
tion suedes and gabardines are also 
being sold, while kids in black and 
brown are showing considerable activ- 
ity. 


College Men's Shoes Surveyed 


CoLuMBuUS, OHIO — According to a 
survey made by the Bureau of Business 
Research of Ohio State University for 
the school year 1932-1933, the average 
price paid by male students at that in- 
stitution for shoes was $4.90. A total 
of 405 students answered the question- 
naire relative to shoe purchases and 


thus a good cross-section of buying 
habits was secured. 

The tabulations showed that 42 per 
cent purchased shoes between $2.50 and 
$4.99; 45 per cent between $5.00 and 
$7.49, and 10 per cent above the $7.50 
figures. Only a_ small percentage 
bought shoes at less than $2.50. 

The most popular price lines, in the 
order of popularity, were $5, $4, $3, 
$3.50, $6, $8, $7, $3.30, $3.85 and $4.50. 

Out of a total of 372 purchases of 
shoes by the students interviewed, it 
was shown that 32 per cent were pur- 
chased at special sales. Since 51 per 
cent of men students classified them- 
selves as habitual readers of newspa- 
pers, and consequently of advertise- 
ments, the 32 per cent is not as large 
as might be expected, but is a larger 
per cent of special sale purchases than 
in suits, overcoats, hats and in some 
lines of accessories. 

Of the group which spends less than 
$150 per year on their clothing budgets 
33 per cent of all shoe purchases were 
made at special sales, whereas only 15 
per cent of the shoe purchases by the 
group spending more than $150 an- 
nually were made at special sales. 





Fyfe's Feature Galoshes 


DETROIT—Galoshes were introduced 
to Detroit with the first touch of the 
mildest snow flurries, by R. H. Fyfe 
and Company. An advance announce- 
ment was sent out in the form of a 
direct mail bulletin to some seven thou- 
sand customers of the store. It was 
used partly as statement stuffer, and 
also sent out as direct advertising. Fur 
lined galoshes only were featured for 
this season, running from the moderate 
priced $2.50 models to the finer car- 
riage boots at $5. 

A bid was made for direct mail sales, 
in the form of an order blank on the 
circular itself, addressed to the Fyfe 
store, giving the consumer’s name and 
address and the size. Provision for 
selling by charge account, C.O.D., or 
enclosed remittance was indicated right 
on the coupon to induce immediate 
purchase. 





Business Shows Increase 


NASHVILLE, TENN.—In an interview 
given out by W. M. Jarman, president 
of General Shoe Corporation, Nashville, 
it was stated that the Corporation did 
the largest business in its history in 
its fiscal year ending Oct. 31. Net 
shipments for the year just closed ex- 
ceeded those of the firm’s previous peak 
year, 1931, by approximately $200,000, 
Mr. Jarman said. Orders received dur- 
ing October were 43 per cent greater 
than in October, 1933. 

The stock room in the Nashville 
plant is being enlarged, and a portiop 
of factory rearranged to permit more 
efficient production. Approximately 
10,000 square feet is being added to the 
shipping room. Mr. Jarman reports 
Gallatin and Tullahoma plants both 
operating at a good rate, with approxi- 
mately 400 persons employed. 
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EXTRA FINE QUALITY 








cadition 


“Ghe 








PIG LEATHER INSOLE 























Comfortable and friendly hospitality has written 
a fine enduring tradition into the history of this 
famous hotel. When the question arises, “Where 
to put up in Philadelphia?”—the knowing 
answer is, inevitably, “The Bellevue Stratford.” 


@ In Ye Olde Tappe Roome,—before and 
after theatre, concert or “the Game” — 
travelers and Philadelphians are enjoy- 
ing the appetizing dishes and combina- 
tions for which The Bellevue is famous. 


ellevusSt tralford Koh 


IN PHILADELPHIA . .. CLAUDE H. BENNETT, General Manager 
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You Repeat Your Profits with 
“America’s Finest Comfort Shoes”’ 









RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 








SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 
COUNTER 








SCIENTIFIC SEWED 
HEEL SEAT 























Oe VENTILATED NEW SPRING 
SPONGE RUBEEA THAT 100% NAIL.LESS HEEL 
ASSURES COMPLETE 1 an voes que AND ELASTICITY SEAT, NO NAILS TO 
TION AN Aton TO EVERY STEP PUNCTURE FOOT 














Beware of Imitations 




















The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and “nail-less’’ 
features are virtually non-competitive. 
Men's and Women's Shoes. 


Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 


CUSHIONED SHOES 








Store 
Changes 


Opens Store at Cleveland 


CLEVELAND, OHI0O—The Louis Ostrov 
Shoe Co. of Akron has opened a branch 
store at 10211 Euclid Avenue, Cleve- 
land, under the style of Walkers Family 
Shoe Store. The new store boasts the 
largest display front of any retail shoe 
mart in Cleveland. Shoes for men, 
women and children, ranging from 
$1.98 to $6, are being offered. 

I. E. Miller is manager of the Cleve- 
land store, with James Persons as 
assistant manager. Both were former- 
ly with the Fetterman Department 
Store in Akron. 


Adds Shoe Salon 


PORTLAND, ORE.—Ungar’s, Inc., Port- 
land’s leading women’s store, has added 
a shoe salon where Laird Schober foot- 
wear will be featured. 

Steve A. Wochos, well-known shoe 
man, has been named as manager of 
the new department, which is most 
modern in equipment and arrangement. 

Other well-known footwear to be fea- 
tured are the Peacock and Foot Saver 
shoes. Complete stocks will be housed 
behind wooden paneling, and displays 
limited to advantageously placed 
shadow boxes set into the panels. 








New Store for Pasadena 


PASADENA, CALIF.—Edison Brothers 
have established a new store at 302 
East Colorado Street, Pasadena, known 
as Leed’s Shoe Store, with Michael 
Zalben as manager. 

The new store occupies the room 
vacated recently by Paul Jesberg’s 
Walk-Over store. It has a corner loca- 
tion, a 30-ft. front and a 90-ft. depth. 
It is the first air-conditioned shoe store 
in Pasadena. A complete new front 
has been installed with a black and 
green Verdi marble trim, staggered 
windows and large display island. 

The lobby is done in rose and jade 
green and the floor has a carpet with 
queen’s lace design harmonizing with 
the general color scheme. The fixtures 
are in walnut and marble, the chairs 
have tubular steel frames and are up- 
holstered in lemon and blue leather. 
The mezzanine is occupied by the office 
and is flanked at the front with large 
display windows. There are 60 chairs 
and 18 employees. 

The manager, Mr. Zalben, began his 
career with Andrew Geller in New 
York, later was employed by The Den- 
ver Dry Goods Company and the May 
Company at Denver, then by the May 
Company and by the J. W. Robinson 
Company in Los Angeles. During the 
last year he has been assistant man- 
ager of the Leed’s store in Hollywood. 

Miss Ethel Smith is manager and 
buyer for the bag department. 





Beverly Hills Store Moving 


BEVERLY HILLS, CALIF.—S. P. Lerner, 
proprietor of Lerner’s Shoe Store, 428 
Beverly Drive, a store recognized as 
one of the finer institutions of Beverly 
Hills, will move about Dec. 15 to a new 
location now being prepared at 404 
Beverly Drive. 

The store will be newly furnished 
and newly finished, and will be modern 
in all its appointments. About 30 per 
cent more space will be available. 

This is a family shoe store carrying 
men’s, women’s, and children’s shoes. 
It has been in its present location.about 
three years. The new location will be 
adjacent to the city’s busiest intersec- 
tion. 





New Worcester Store 


WORCESTER, MASS.—Work is rapidly 
going forward on a new store at 375 
Main Street to be occupied by the 
Spencer Chain Stores, Inc. The com- 
pany now operates stores here at 371 
and 373 Main Street and the new store 
will house one of these stores. It is a 
much larger store and has a seating 
capacity 50 per cent greater than the 
combined seating capacity of the other 
two stores. It will have a new, modern 
front in which black glass will be com- 
bined with stainless steel and trimmed 
with Neon lighting. Present plans, ac- 
cording to Frank Butterworth, presi- 
dent of the corporation, are to open the 
store on Saturday, Dec. 15. 
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Women's Shoes 


i tl ll eel 


KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


IN STOCK 


No. 156 Black 
Kid $2.35 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


v 
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Children's Footwear 
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MRS. — IDEALIBABY SHOES 
Infants’ Soft Seles...0-3 
tatermediates 
Flexible Hard Soles. .2-8 

Send for In-Btock 
Catalog 


MRS. DAY’S IDEAL BABY 


Loeust St. Danvers, Mass. 

















Surveys Buying Trends 


CoLumBus, On10—Interesting data 
has been tabulated by the Bureau of 
Business Research of Ohio State Uni- 
versity in a survey recently made of the 
buying habits of women students espe- 
cially in the buying of shoes. The sur- 
vey covers the school year 1932-1933 
and covers answers made to question- 
naires to a cross section of female stu- 
dents representing all classes, sorority 
and non-sorority, resident and _ no- 
resident students. 

Out of 167 women students answer- 
ing the questionnaire, it was found 
that $4.28 was the average price paid 
for shoes. The most popular price 
lines were $4, $3, $5, $2 and $6 in the 
order of enumeration. A total of 23 
per cent of all shoe purchases were 
made at $2.50 to $3.49; 35 per cent at 
$3.50 to $4.49; 20 per cent at $4.50 to 
$5.49 and only 4 per cent from $5.50 
to $6.49. The data shows that 10 per 
cent of all purchases were made at 
$6.50 and over. 

It is also pointed out that 33 per 
cent of all shoe purchases were made 
at special sales and 27 per cent of the 
money value of all shoe purchases were 
at special sales. 


Griffin Back in Mobile 


Mosite, ALtA.—John T. Griffin, for- 
merly of Mobile, has returned to his 
native city to become manager of 
Kaber’s Shoe Store. He has been away 
for two years. 
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To Interest the Nursing Profession 








Schunemans &- Mannheimers. 


We Introduce the 
: p Clinic Oxford” 





WHITE OXFO! 
WITH US IN SAINT PAUL, 


The ideal professional shoe . 
quiet, comfortable, made over 
foot-fitting lasts, ‘combination 
steel shanks. The Dufiex oe 
soles ate 
damp proof, and coupe, rand 
clinic shoes hold the arch in 
meesq and pel the muscles 
from- pressure and strain. For 
— beauty operators, 
housewives, all women who are 
on their feet a great deal. 


WHITE CANVAS OXFORD 


$4.00 


WHITE KID OXFORD 


$5.00 


A full line of Dr. Scholl's Foot 
Remedies and Appliances. Mr. 
Reck, foot expert, is always in 
attendance. X-Ray fitting of 
shoes our specialty 


SROES—STREET FLOOR 








Si. Paul, Minn.—Here’s an attractive ad 
addressed to the nursing profession and fea- 
turing an orthopedic shoe especially adapted 
to use in hospitals and clinics. It's an idea 
that should be good for a promotion by any 
store that gets a part of this very profitable 
trade. 


Transcontinental Pep Talk 


PORTLAND, ORE. — Speaking to 300 
managers and merchandising assis- 
ants by telephone from New York, 
amplified by loud speakers at the Meier 
& Frank store, this ctiy, Aaron M. 
Frank, general manager, gave a 15 
minute inspirational talk, pointing out: 
“Things have changed here in a busi- 
ness way beyond belief. The Christ- 
mas buying is the heaviest in years. 
There seems to be a new feeling of op- 
timism.” And the cheer of the assem- 
blage at the store was carried to Frank 
by telephone at the conclusion of his 
talk. He is returning to Portland be- 
fore Christmas. 


Shoots Big Buck 


CoLorapo SprinGs, CoLo.—F rank 
Wulff, head of the Wulff Shoe Co. here 
and a city councilman, killed one of 
the largest deer shot in the Pike’s Peak 
region during the recent open season. 
It was an 18-point buck weighing 325 
pounds dressed. 

Wulff’s son, Willard, discovered the 
animal and routed it out of a patch 
of thick woods and Frank shot it. The 
buck was so large that it proved al- 
most impossible to get the animal out. 
One horse refused to carry it and no 
other could be obtained. Finally the 
two men dragged the animal to a point 
where they could drive in with a car. 
They brought it back to the Springs 


on the car bumper. 


1934 


Paramount Sales Gain 
40 Per Cent in 1934 


Str. Lours—After completing the best 
season in its history, the Paramount 
Shoe Co., St. Louis, recently held its 
semi-annual sales conference at which 
Morris Kalman, sales manager, an- 
nounced that orders booked by the sales 
force during 1934 were 40 per cent 
above a comparable period for last 
year. 

Arthur McDonald, who covers the 
Pacific Coast for Paramount, was 
awarded first prize for leading the 
sales force. He received a diamond 
ring containing five stones—one stone 
for each year he has been with the com- 
pany. B. J. Cohn was given second 
prize, a wrist watch with a gold 
band for the highest percentage of 
gain over quota. Bill Stewart was also 
in the money—his reward being just 
a gold watch. Each member of the 
sales force received a sales conference 
souvenir in the form of a handsome 
leather portfolio and also received the 
new Spring line of shoe samples. Mor- 
ris Kalman states that orders booked 
since the boys have got back to work 
are 15 per cent ahead of last year— 
that merchants are recognizing the fact 
that under N.R.A. production limita- 
tions, it is necessary to place orders 
early. 

The sales force of Paramount is as 
follows: Arthur McDonald, Pacific 
Coast; C. E. Carpenter, Rocky Moun- 
tain States; Joe Russell, Iowa, Neb- 
raska, North and South Dakota, Mis- 
souri; B. Jack Cohn, Illinois, Indiana, 
Wisconsin, Ohio, Mississippi; Issy 
Cohen, Oklahoma, Kansas, Arkansas; 
Bill Stewart, Texas; Charles Toppino, 
Louisiana, Mississippi, Alabama, Flor- 
ida, Georgia; I. V. Dreyfus, Kentucky, 
West Virginia, Virginia, Pennsylvania; 
Abe Plotkin, Northeastern States, New 
York, Philadelphia, Baltimore and 
Washington. 

The Paramount Shoe Co. recently 
opened a New York office at 654 
Marbridge Building. Abe Plotkin is in 
charge. 


Fyfe Managers Promoted 


DETROIT, MicH.—F rank Wood, well- 
known style creator, has been placed 
in charge of the third floor department 
of R. H. Fyfe and Company, which 
becomes the headquarters for all style 
shoes in the store, in the women’s de- 
partments. The shoes ranging above 
$6.50 are stocked in this department. 

Th store has been reorganized, with 
Wood moving down from the fourth 
floor to take over the third, recently 
vacated by promotion of William 
Adams to general manager of women’s 
and children’s departments. The fourth 
floor is being redesigned to serve only 
the orthopedic needs, with the small 
style section from this floor being 
transferred with Wood. Harry Smith 
has been temporarily placed in charge 
of the fourth floor. 
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Bookkeeping made so simple that a high- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in every-day language. 





COMPARATIVE TRIAL BALANCE 
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The Most Complete Record 
of Finanees in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 


Complete Bookkeeping 
Guide— 


Daily Recorde— The least entries—the least work — 
Departmental Records— 
Comparative Statement of the least chance of confusion or error. 
ncome— 
Daily Record of Salesmen— Sales DAILY— Receipts 
Comparative Trial Balance— Sales Compar- WEEKLY— Disbursements NEW GOVERN. 
Cloth board loose leaf binder. ison Itemized Over- cane tae 
Cost of Sales ( MONTHLY ) head ACCURATE AC- 

$9 Q-39 compiete Returns FIGURES Net Earnings COUNTING 
THAN IN THE 


Postage Prepaid USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC. PAST 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY - 


(Check with order, please) DETAIL. REFILLS IN 
STOCK. 


Unless C.0.D. shipment 
is preferre ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 














| 
Merchants Service Dept. 
MAIL THES TODAY ay ris sen nee 
209 South State Street 
Chicago, Ill. 


BOOT ii E RE RDER —Please send me the FINANCIAL RECORD, 
AND NY) 0 co for which find check enclosed for $10.50. 


—Please send me sample sheets for inspection. 





MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, IIl. 


NGA . . ceccie codweccsecdecsoutcoeanes 





When writing advertisers please mention Boot and Shoe Recorder 
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Write for Illustrated Color Circular, Showing 
Christmas Backgrounds, Prices and_ Sizes. 
Holiday Season Display Cards and Price 
Tickets also ready. 


es arise valk ¥ 


DONT YOU COME 
INSIDE ? 


WE HAVE SOME 


GIFT SUGGESTIONS 


DECEMBER 


Appropriate for Xmas trims. 
Bright red and green design on 
a snowy white background. 


Size 8” x 14” 


Feature Pointers 


INFORMATIVE ARROWS point out visible and 
in-built values. They are gracefully and securely 
placed with the aid of adjustable Polly Clips. 


REVEAL the fine wearing qualities of your mer- 
chandise with PRECISE information through your 
windows. You can turn a window shopper into a 
sure customer by pointing out the quality fea- 
tures of your shoes. 


COMPLETE TEXTS 
sent on request 


4 carde—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service. 
Fitting, Quality, Etc. 


The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 

12 dozen (printed or blank)..... $2.00 
‘co a 

: =. «€ 


SPECIAL: 


ONE GROSS ARROWS AND ONE GROSS 
@ ONLY $5.00 


List of 
Arrow Sales Messages, 
on request. 





Single Cards: 60¢ each 

Without Text: 35¢ each 

The PRICE TICKETS 

illustrated below har- 

monize perfectly with 

this CHRISTMAS win- 
dow display card. 








CHRISTMAS PRICE TICKETS create the HOLI- 
DAY spirit needed in your windows. The two 
designs illustrated are appropriate in design and 
coloring ... bright greens and reds on snow-white 


backgrounds. Samples available. 


(Prices listed below). 


“X.]” 


Size 114” x 234” 














“YX 9°? 








Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 


“J”—Polly Clips for tickets: 


\% gross $2.25 


(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 





“°° 
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MORE SHOES | 





Annual Display Card Service 
Ineludes 


EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may 


exchange any cards received for others ot the current month. 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 










HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Iil. 



















Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


















BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with December, for card service 
NOkes vasioces » for one year, consisting of......... card 
holders (with the first month’s service), ........ cards 
Ci re blank tickets each month—OR—......... 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $....... per year, payable $....... 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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MEET . 


CLAWIFIED ano WANT Al 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 







. . . e@ 









1934 


















SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








SALESMEN ... 


Real opportunity for live wire active salesmen, 


Direct or Side Line basis ; with Kozy Kom- 
fort’s new lines of ‘Youthful Moderne’’ 
Women’s Footwear, Popularly Priced . 
also complete lines of Sandals, Spectator Sport 
Footwear. Must have Al references, follow- 
ing. Several Central-Southern States; Texas. 
Write in detail first letter. 
Kozy Bomteort Shoe Mfg. Company 
3835-37 N. Richard St., Milwaukee, Wis. 








EXPERIENCED SALESMAN 


For New York City, Staten Island, 
and part of New Jersey. 
Applicant must be thoroughly ac- 
quainted and well established with 
trade in this territory and must 
have a car. 

In replying give age, 
and amount of sales. 


ALBERT H. WEINBRENNER 
COMPANY 
140 Thomas Street, 
Newark, New Jersey 


references, 











ELL Amazing New Brushless Shoe Creme to 
shoe and department stores. Restricted ter- 
ritory. Commission only. References required. 
— —_ Chemical Co., Inc., Richmond Hill, 





W ANTED- -Side line salesman for Western 
New York State, Michigan, and Florida ter- 
ritory to carry on a straight commission basis, 
a short line of women’s, growing girls’, and 
misses’ sport welt oxfords carried in stock, at 
moderate prices. Address D-948, care Boot & 
Shoe Recorder, 140 Federal Street, Boston, 
Mass. 





HILDREN’S low priced stitchdowns and 
prewelts. In Stock. Fast sellers. Commis- 
sion basis. Address D-957, care Boot & Shoe 
Recorder, 1627 Locust Street, St. Louis, Mo. 





ALESMAN—Man with experience in selling 

metal shoe buckles to shoe manufacturers. 
Address D-958, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y 





WANTED: Side line representative to carry 
the popular-priced and practical ‘ ‘Step Rite” 
line of intermediate creeping and first walking 
shoes. Good territories open. Line short, ap- 
proximately thirty shoes. Market wherever in- 
fants’ shoes are sold. Commission, 10%. If 
you know your trade, write C. H. Hawkes & 
Son, Rochester, N. Y 





SALESMEN wanted for Arkansas, Ohio, Ore- 
gon and Washington, and possibly for one 
or two other good territories in which vacancies 
may develop. Our line sold from cost to coast 
and favorably known everywhere. Will require 
men with road selling experience and a desire 
to make mcney. State experience and age. Ad 
dress Shu-Stiles, Inc., 1330 Washington Avenue, 
St. Louis, Missouri. 





ALESMAN wanted, Women’s Novelty Shoes, 

popular priced. Commission basis only. Ad- 
dress D-947, care Boot and Shoe Recorder, 140 
Federal Street, Boston, Mass. 





Or THOPEDIC SALESMAN: Thoroughly 
competent to make all adjustments, fill pre- 
scriptions (not appliance man). State experi- 
ence, references. Allen’s Boot Shop, Trenton, 








FOR SALE 












For Sale 
Orthomec “A” Machine 


Excellent condition. Can be used for 
taking impressions and giving treat- 


ments. Address D-955, Boot and Shoe 
Recorder, 140 Federal Street, Boston, 
Mass. 











SHOE STORE FOR SALE, due to death of 
owner. Unusual opportunity. With or with- 
out stock. Best location, near Woolworth’s. 
Beautiful ultra-modern front, 20 x 80, or will 
divide. Extremely reasonable rental. 4311 
Thirteenth Avenue, Brooklyn. 





FOR SALE—Well-established shoe store lo- 
cated in prosperous southern town. Fine agri- 
cultural district, and large industrial payrolls. 
Location of store 100%, and reasonable rent. 
Unusual opportunity for someone to get into 
the shoe business. Need invest only several 
thousand dollars. Give references with inquiry. 
Address D-962, care Beot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








MEN'S and Boys’ work shoes. Also Women’s 

and Children’s stitchdowns. 15 years’ road 

experience specialty shoes—West, South and 

a Texas. R. P. Bryarly, Tuleta, Bee County, 
‘exas. 





ANT LINE for Virginia, West Virginia, 

Maryland, North Carolina. Fourteen years 
selling the better class trade. Address D-959, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York,  - 





STRONG 
SHOE OR SLIPPER LINE 
WANTED 


A general line of slippers or Ladies’ 
$2.00 to $4.00 Retailers in shoes. 
Straight commission basis. Have 
strong following among department 
stores, jobbers and chains in New 
York, Pennsylvania and Maryland. 


Address D-953, care 
BOOT & SHOE RECORDER, 
239 West 39th Street, 
New York, N. Y. 











LINE WANTED—Experienced salesman de- 
sires connection with Men’s or Women’s line. 
Traveled in Missouri, Iowa, Kansas and Ne- 
braska past eleven years in car. A-1 Refer- 
ences. Address D-960, care Boot & Shoe Re- 
corder, 209 South State Street, Chicago, IIl. 








POSITION WANTED 





AN YOU USE THIS MAN? A Shoe Buyer 

for seventeen years. Understands the treat- 
ment of feet, knows all shoe markets and is an 
expert stylist. At present, buyer for two shoe 
departments. Increased business more than 
100% in both departments this year. He is 
looking for a real job with a real future and 
with a real firm that will appreciate him by pay- 
ing him what he is worth. Will go anywhere. 
Address D-961, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











mum charge 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
{= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se 

























































































BOOT AND SHOE RECORDER, December 





8, 1934 





Page 57 




















POSITION WANTED 


POSITION WANTED 


SHOE DYEING 








HAVE YOU A SICK SHOE DEPT.? 


A thorough shoe man well known in all shoe markets is open for 
a buyer’s job. Best of references from those few department stores 
with which I have been connected for the past 20 years. If you 
have a shoe department which is run down, it will pay you to get 


in touch with me. 


Address D-954, Care 
BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


























WANTED TO PURCHASE 


WANTED TO PURCHASE’ 


—DYE YOUR OFF COLOR SHOES— 
TURN THEM INTO READY SELLERS 


For years we have dyed off color or sunburned shoes 
black for particular shoe merchants with won- 
derful success. Pigment removed before dyeing. 
Returned clean ins‘de and outside. Send trial order 
or write for particulars. Wholesale price 67¢ pair. 


ARTISTIQUE SHOE STUDIO 
5 N. Wabash Ave., Chicago 

















BUSINESS OPPORTUNITY 


A UNIQUE SHOE BUYING SYSTEM— 
Open for a limited number of well-rated 
accounts. Full details will be furnished upon 
request. Address D-956, 
Recorder, 239 West 39th Street, 
N. ¥. 





care Boot & Shoe 
New York, 

















WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 











CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 


BARIS SHOE COMPANY, inc. 


79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 


U_CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 

















CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 











Michigan Shoe Travelers 
Contest 


LANSING, MicH.—The Michigan Shoe 
Retailers Convention at Grand Rapids, 
Jan. 20, 21 and 22, at the Pantlind 
Hotel, will decide who is the most pop- 
ular shoe man traveling the state at 
this time. 

The prize has been donated by the 
Pantlind Hotel and details are being 
handled by Mr. Dahl, the convention 
manager, and D. C. Wall, the Michigan 
representative of BooT AND SHOE RE- 
CORDER. 

Details will be announced 
RECORDER shortly. 


in the 





Bank Uses Old Shoe Ad 


CLEVELAND, OHI0O—When the Cleve- 
land Trust Co. wanted to typify the 
days of its birth recently, it dug up an 
old shoe ad showing high tans with 
gondola pointed toes—a favorite in 
1895. The shoe ad was used in their 
own space depicting 39 years of ser- 
vice. 

“This is the advertisement of a 
Cleveland concern in 1895 when the 
Cleveland Trust Company was 
founded,” said their copy. “Styles 
have changed but today that firm is 
one of the city’s leading stores.” 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 











Indiana Buyers Week 


INDIANAPOLIS — The Indiana Shoe 
Buyers Week is scheduled for the dates 
of February 10, 11, 12, 1935, with head- 
quarters at the Claypool Hotel, In- 
dianapolis. This yearly event is pro- 
moted and conducted by the Indiana 
Shoe Travelers Association with the 
cooperation of the retailers of that sec- 
tion. 

The success of the Indiana Shoe 
Show in past years and the large num- 
ber of merchants who have always at- 
tended is sufficient assurance that the 
1935 convention and shoe exhibition 
will surpass all previous years in 
activity and attendance of buyers and 
salesmen. 

Already a liberal number of reserva- 
tions have been booked by those who 
have exhibited in past years, predicting 
a record attendance and recognition of 
the value of participation in this yearly 
event conducted by the Indiana Shoe 
Travelers Association. 

No participating fee is exacted from 
exhibitors. Only those who are mem- 
bers of the Indiana Shoe Travelers As- 
sociation or of an association affiliated 
with the National Shoe Travelers As- 
sociation are permitted to exhibit. 

All correspondence should be ad- 
dressed to Indiana Shoe Travelers As- 
sociation at 527 Washington Hotel, 
Indianapolis. 

















HOTELS 


















Correctives for Children 


LEXINGTON, Ky.-—George Collis, after 
spending many years on the road sell- 
ing shoes, opened his own store in his 
home town of Lexington three years 
ago. Recently he has moved into a new 
room, thereby increasing his space con- 
siderably. 


The new store is of the “parlor” type, 
with stock carried in the rear. Large 
open display windows give the store a 
more homey feeling. Shoes for chil- 
dren are carried. Sizes start at the 
first walking shoes and run through 
the growing girls and big boys size 9 
runs. Quite a play is given to the 
corrective feature of children’s foot- 
wear. 


Much of this business came to them 
from the doctors, Mr. Collis says, and 
he is very grateful for their sending 


this trade to him. 
° 
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Next Week 


Don fail to read Lew Hahn's illuminating 

analysis of the factors entering into 
retail distribution, beginning on page 18 of 
this issue. We are coming into a period in 
which all retail merchants must be prepared 
to defend their legitimate mark-up and mar- 
gin of profit against charges arising out of 
the so-called high cost of distribution. It 
is essential that retailers should have the 
facts. Next week we follow Mr. Hahn's 
article with expressions from two prominent 
shoe men on related phases of this same 
question of mark-up. You will find their views 
equally instructive. 

Next week Ruth Harrington analyzes the 
significance of the new Regency fashions 
as related to footwear. 
interesting features. 
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WHITE CHINA BUCH 
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This tag is attached to each 
pair of Kali-steniks Genuine 
White China Buck shoes. 


No. 5281 
Genuine White China Buck, 
21 last, Spring Heel 
2—5 C & D—$2.25 
5%—8 B, C, D—$2.70 
8%4—12 A, B, C, D—$3.00 
R5281—8%4-12 also in stock 
with wedge Rubber Heel. 


Sn Sloch 

















oe 
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merchants find this significantly true, 
as they note the return of more and more customers from the Low Road of Price back to the 
High Road of Quality. ‘Kali-sten-iks” shoes are made to a high standard of Quality, styling 
and workmanship. Distinguishing ‘“features’’ include also seamless quarters, linings and 
tongues, nailless heels, and 3-point suspension . . . all adding to the comfort of tender feet, 
and giving longer wear. The merit of “Kali-sten-iks” shoes has built for them a national 
reputation. We intend that the store having the franchise for “Kali-sten-iks” shall have a 
capital asset for constantly increasing its number of loyal satisfied customers. Write us regard- 
ing your town. 


K 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


NEW YORK - 541 MARBRIDGE BLDG. e LOS ANGELES - HAYWARD HOTEL 
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Fourth Annual National Shoe Display 


FORECASTING 


Spring and Summer 1935 


NATIONAL 


HE National Boot and Shoe Manufactur- BOOT AND SHOE 


ers Association cordially invites the Shoe MANUFACTURERS 


Retailers of the country to attend its Fourth \_ASSOCIATION _ 


Annual National Shoe Display, at which shoes N Yate)" AL 
for Spring and Summer, 1935, will be displayed S l@)a D ISPL ING 


by the participating manufacturers, at the CONT ha melel is 
Hotels Jefferson, Statler and Lennox, St. Louis, MISSOURI 


January 7th to 10th, 1935. JANUARY Ale) 
1935 








All Shoe Manufacturers and Retailers are also 
invited to attend the Thirtieth Annual Conven- 


tion of the National Boot and Shoe Manu- Fare and one-third for round trip 
facturers Association, which will be held in ee heen quent fy the spline 
for those attending the National 


St. Louis during the National Shoe Display. Shoe Display, provided they secure 
certificates from local agents at time 
of purchasing one-way ticket to 
St. Louis, which certificate when 
validated at the Information Booth, 
Mezzanine Floor of the Hotel Jeffer- 
son in St. Louis, will entitle those in 
attendance to purchase return tickets 
over the same line at one-third regu- 


lar one-way fare. 


Under the Direction and Management of 


The National Boot and Shoe Manufacturers Association 
2812 Chrysler Building New York City 


——SSSS===>>>—=—~—E 


When writing advertisers please mention Boot and Shoe Recorder 
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AP Peel S bring back Customers 


They bring them back smiling, ready to make another pur- 


chase—not to complain of sagging counters and run-down 


heels, which is the case when inferior, poor fitting counters 
are used in a shoe. If you have thought of the counter as 
one of the “‘little”’ things in a shoe, just remember that the 


‘whole appearance, comfort, and wear of a shoe depend on 
Spaulding Counters Poor-fitting counters 
assure straight back- mean twisted back- 


seams — perfect bal- seams—anunbalanced that “‘little’’ thing to an astonishing degree. Will the shoe 
ance—longer wear— shoe—rundown heels 
because they’re made and repair bills for 


to fit! your customers. blister the heel. . . will the backseam stay straight . . . will the 
quarter stand up? It depends largely on the counter. Don’t 
take chances when it’s so easy to protect the customer (and 


PAULDING yourself). Specify Spaulding Counters in all the shoes you 


Count ers sell and ‘‘watch Happy Heels bring them back.” 


“Wade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH .. . AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 
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VOLUME BUSINESS FOR SPRING. 





In early spring, in 
northern cities, there are 


NcNEE LY two shoe colors that defi- McNEELY 
MARINE nitely mean volume,— INDIES 


BLUE navy-blue, because of the BR OWN 


coming wave of navy-blue 








No. ready-to-wear, brown, No. 







88 because women have ac-~ 74 






cepted brown shoes as 






complements to bright 






colors, pastels, and neu-~ 






trals, and this is a season 






of color. Buy them in 





well-tested colors, well- 






tested leathers. 





MCNEELY DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 













When writing advertisers please mention Boot and Shoe Recorder 
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ba FOR THE WEARER; 


€ FOR THE MERCHANT 


WOMEN’S NU-MODE GAITERS 


Nu-Mode is one of the very attractive numbers in the 
BALL-BAND line. What woman could fail to appre- 


ciate such perfect styling? What protective covering 








4 by 
























could be a finer complement to her smart, new shoes 






than these beautiful gaiters with their rich satin sheen 






and graceful, slenderizing lines? Made in four lasts; 






black or brown; slide or three-snap fastener. 
























MEN’S 4-SNAP ARCTICS 
Good looking .. . Light weight . . . Comfortable... 


Warm... And convenient... “The best arctic | ever 
had on! That is what wearers tell their friends about 
our Men's 4-Snap Arctics. Men who have worn them 
are enthusiastic in their approval—and men have been 
buying them in increasing numbers during the past four 
years. They will win friends and make profits for you. 


If you want quicker turnover, increased sales, greater profits—offer your customers this 
better-than-ordinary merchandise. Get the facts about footwear bearing the Red Ball 
trade-mark—the recognized symbol of authentic style, fine fit, perfect comfort and extra 
long wear. For latest illustrated and descriptive Ball-Band catalog, write today to the 
Mishawaka Rubber & Woolen Mfg. Co., 280 Water Street, Mishawaka, Indiana. 







RETAILERS IN NEW ENGLAND OR GREATER NEW YORK 
SHOULD WRITE TO DUNHAM BROS. CO., BRATTLEBORO, VT. 
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Laachies fish isn’t just a matter of baiting a hook, 
dangling a line in the water and offering up a prayer. 
You can catch fish that way, if you live right. But 
the real masters of rod and reel know that it takes 
Planned Action—a knowledge of the waters you’re 
fishing in, the habits of the fish, the types of bait and 
lures, and so on. The Brown Concentration Plan is 
this idea of Planned Action applied to the opera- 


tion of your retail shoe store. 


When writing advertisers please mention Boot and Shoe Recorder 





on’ 
helped me 


eat the depression 


Writes Mr. C. S. Browne who operates under 
the Brown Plan in Modesto, Cal. Mr. Browne 
knows his fishing as well as his Shoe Retailing. 


W.., Mr. Browne’s permission let’s turn a few pages in 
his ledger and see what happened to his sales during the gen- 
erally eth years of 1930, 1931, 1932, 1933 on up to Octo- 
ber rst of 1934. 
YEAR SALES 
10,315 Pairs 
........ 11,342 Pairs 
..e. +++. 11,057 Pairs 
er ....... 13,189 Pairs 
The first 9 months of operation in 1934 show a gain of 
888 pairs over the same period in 1933. 











Can you blame this Brownbilt Store operator for chanting the 
praises of the Brown Plan? 

In 1926 Mr. Browne sold out his interests in his original store 
started in 1912. Business life began anew for him in bo Spring 
of 1927 when he started a Brownbilt Shoe Store in Modesto. 

In the years 1927 through 1929 sales were swept upward with 
the rising tide. Hence the real test of the Brown Plan did not 
come until 1930. 

Here’s what Mr. Browne says of his depression-proof 
business during the backsliding years since 1929: “Only the 
unusual cooperation, guidance and direction afforded by the 
Brown Plan made it possible to maintain volume during these 
difficult years.” 

What does Mr. Browne mean by “unusual cooperation”? A 
highly developed department of retailing specialists went to 
work for him but i cost to him. These specialists applied 
the soundest and most scientific principles of retailing. No 
individual merchant could hope to be as efficient in the vari- 
ous branches of store operation as these specialists. 

The most conclusive evidence that Planned Action of this 
type nets more profits is this provable fact: Brown Plan opera- 
tors, as a class, are the most successful shoe retailers in America. 

Interested retailers of good personal character and ability, 
plus sufficient available capital to finance their business, are 
invited to write us or go into detail with the Brown Shoe 
representative. 


Drow Sa0e Gouge st. ours 


Manufacturers of the Concentration Line— Including 
Buster Brown Tread Straight Shoes for boysand girls and 
BROWNbilt Tread Straight Shoes for men and women 





Mr. Browne takes 

time out to catch 27 

Mackerel and 67 
Sea Bass 
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On to the Retailers Convention—January 6, 7, 8, 9, 10. 
On to the New Shoe Year—with plans for progress and profit. 
On to the Show—where the "400" leading shoe manufacturers 


will display Spring and Summer styles to 8,000 shoe buyers and 
merchants. 

No other city offers the merchant so much in fashion futures for 
a styleful Spring—it is indeed "The Isle of Inspiration." 
Merchants will buy and learn—in preparation for a better sea- 
son of sales. 

Manufacturers will show and sell—welcomed by N.S.R.A.— 
(without participation fee). 

All shoemen—tanners and supply makers—INVITED. 

All roads lead to the RETAILERS show at the Hotels Commodore 
and Biltmore — January 6-!0th. On to New York! — Reduced 
Fares NATION-WIDE. 


MAKE RESERVATIONS IMMEDIATELY —_——_— 
John J. Holden, Manager, Empire State Bldg., New York Fenn ns oral 


NATIONAL SHOE RETAILERS 24th ANNUAL 
CONVENTION and EXPOSITION — JAN. 6-10 N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 





